for 


ent 


SaTse 


3322 & 


<= 


a oo a. 


2333: 


eS ee MT 


2 


'S. 
SE 


* 
tas 
: A ONE PET PO * 


rOR 
932 











THE 


SPECT, 


Reg. US. Pat. OFF. No. 276867 


THE BUSINESS PAPER OF INSURANCE 


DIVISION OF UNITED BUSINESS PUBLISHERS, INC. 








George T. Wight 


It was twenty-five years ago that Mr. Wight, secretary and 
manager of the Association of Life Insurance Presidents, 
began his distinguished service with that organization. 
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DAVID F. SULLIVAN 


2,000 MILES FROM HIS HOME OFFICE . . . 
BU DOESN’T FEEL LIKE A STEP-CHILD! 


“You'd naturally think a Reliance agent, working 2,000 miles from 
his home office, would feel like a stepchild . . . but I don’t,” writes 
Mr. Sullivan, who tor 16 years has been a successful Reliance Gen- 
eral Agent in El Paso, Texas. “To be sure, I haven’t had the close 
personal contacts enjoyed by Reliance men nearer home. And I 
deeply regret it, because I’ve had just enough meetings with the 
home office personnel to realize what I’ve missed in this respect! But, 
as evidenced by constant cooperation and a wonderful spirit of help- 
fulness, enthusiasm and inspiration, I've always known the home office 


was for me...and back of me 100%! 


“Down here in the ‘wide-open spaces’ of Texas, just as truly as in 
the thickly populated sections of the country . . . Reliance insurance 
means protection for widows and orphans, conservation of earning 
power temporarily cut-off, certain independence against the coming 


of Age and the fulfilment of men’s cherished ambitions! 


“If an unconquerable spirit of achievement the kind that has 
made this company in 28 short years larger than 90°; of the 400 
American life insurance companies . . . policies that cover every insur 


ance need . and a service to agents and policyholders that is as 


Stree 


ler the tot M I 18 Prue Seectraror, Volume CNNVIIT, N er XVII, April 28, 1% 


RELIANCE 


a~ 





Tm 
Ap 


3 


1} LEGION OF HONOR 








a] 

‘ 
near flawless as humanly possible ... count for anything, Reliance 
will, I believe, keep on breaking records! I hope to be on the firing 
line for at least another sixteen years!” 

.TY y 7 x . , 
MR. SULLIVAN HAS PLACED NEARLY 
- . . . 1, 

$2,500,000 OF RELIANCE LIFE IN FORCE 
During his association with Reliance, Mr. Sullivan has placed in 
force $2,462,088 of Reliance insurance, which has meant a com- 
fortable income and substantial renewal commissions for him. For 
eight years he has been a member of the Perfect Protection Club 

. the Reliance Blue Book of Producers! 

i “Dave” Sullivan is another man who believes in keeping in touch 
om with his policyholders and giving them real service. That’s the only 
ites way to explain the fact that in two different years his policies renewed 
en- 100°,! In his entire association with Reliance, he has never failed 
ose to earn his extra 5°, bonus for second-year renewals! 

i I 
“« | HE OPERATED ALONE FOR YEARS 
ut 4 4% &X . . . 


i | AND HAS WON MANY PRIZES FOR SELL- 
fee FING ABILITY 


For many years, Mr. Sullis an operated alone on the Mexican Bor- 


+= der and it was only recently that he had anyone associated with him. 
ne In the past two contract years, the Agency production of Mr. Sulli- 
Ling van and two associates was in excess of $850,000 of paid business. 
1ing : 
“Dave” Sullivan is always in the news of the Reliance Intermoun- 
tan Department producers and sees to it that he qualifies for Reliance 
has agency activities and special prizes. In paying tribute to his splen- 
400 did service record, his outstanding selling ability and his fine per- 
sur sonal characteristics, Reliance honors itself! 
$2 


FARMERS BANK 
BUILDING 
PITTSBURGH, PA. 
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HAVE YOU THE 
COURAGE OF YOUR 
CONVICTIONS? 


l 










F you believe that insurance is an absolute necessity. That insurance will be sold 
this year. That to sell more insurance your sales tools must be keener than your 
competitors’. That a right plan for selling insurance will be more profitable than 

it ever has been. And a wrong one more costly. Then we have something which will 
interest you. @ It is a free book called “Making More Money”’. It contains the basic 
plan for successful insurance selling — the plan which was awarded the Insurance 


Advertising Conference Trophy for the “outstanding contribution of the year as 





to insurance advertising —’’. This 


BOSTON INSURANCE COMPANY, 7 
OLD COLONY INSURANCE COMPANY, 
Desk I, 87 Kilby Street, Boston, Mass. 


definite, workable, tested plan 
helps present Boston and Old Col- 


ony agents make more money. It Send me “Making More Money” which contains your basic 


will help you make more money. @ plan for successful insurance selling. I understand I may keep 


‘ : . this book without charge and without obligation. 
Increased premium income this 


year is only a question of plan and _— 


salesmanship. Mail the request 
Address 


coupon today—that is if you have 


SEND FOR THIS FREE BOOK TODAY 


the courage of your convictions. 
THE SPECTATOR 
April 28, 1932 
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This Week: 
GETTING IT 


@ Some men are teachers; some are sales- 
men. Now and then a man comes along who 
can both teach and sell. Louis A. Crandall, 
who has entered the lists with a remarkable 
new book on life underwriting, is such a man. 
Frank Ellington writes an intimate glimpse of 
the man and his methods. (Page 10.) 


HOLDING IT 

@ Conservation is always a difficult enough 
problem, even at the height of prosperity; at 
the present time its importance is paramount. 
Seneca Gamble, who has been studying the 
situation for a long time, writes his carefully 
considered views. 


RESULTS 

@ Transactions of the ten largest life insur- 
ance companies in the United States in 1931 
—chief items in statements of the Aetna, 
Equitable, Mutual Benefit, Mutual Life, New 
York Life, Northwestern Mutual, Travelers, 
John Hancock, Metropolitan and Prudential. 


Next Week: 
PAST 


@ “Fire Insurance in the United States in 
1931” is a statistical analysis of the transac- 
tions of all the carriers, showing assets, surplus, 
liabilities, income, disbursements, premiums 
and losses. Also a table showing the under- 
writing and investment profits and losses of 


100 leading casualty insurance companies in 
1931. 


FUTURE 


€ A forecast of general business conditions 
in the United States for the month of May, 
charted by the editors of thirty-four business 
publications allied with the United Business 
Publishers. 





Behind the Statistics 


SUALLY from estimates based on the aggregates of the 

ten leading life insurance companies, which comprise 

about 65 per cent of the total business, a fairly accurate 
portrait can be made of the year’s results in life insurance. The 
year, 1931, however, was an unusual one and while many worth- 
while deductions and observations may be had from the consid- 
eration of what these companies did, they are not along statisti- 
cal lines. Variations between companies are so wide that obvi- 
ously a trend is not sufficiently established for a logical approach 
to a precalculation of the whole. 

There are conclusions which may be drawn and 
they carry lessons worthy of intensive thought by every agent 
and executive in the life insurance field. Nineteen thirty-one 
was a year in which the individual was dominant. His personal 
attitude was a controlling factor which determined between 
success and failure for himself or the organization which he con- 
trolled: Individuality was of far more account than organized 
effort. Companies and agents that discarded surveys depicting 
that times were hard and business difficult to procure because 
of depression, did not become imbued with pessimism and so 
join the ranks on the downhill path. Those who knew that the 
need for life insurance was intensified and amplified by current 
conditions, overcame the tide and closed the year with sound and 
satisfactory records. The results further prove that possession 
of the required equipment to do a job is not the only essential 
for its performance. The will to do must be present and the 
conviction that having been adequately prepared, failure under 
even the most adverse situation is a sorry reflection on personal 
ability. 

Conditions of 1931 are carrying through 1932. 
There are companies recording increases in production. There 
are agents throughout the land writing more business today 
than during 1928 and 1929. They know the inimitable appeal 
of life insurance. They realize the distress the average family 
would suffer without it. They have a zealot’s impetus to help 
their fellows. They are able to convey their own enthusiasm for 
the protective force of life insurance to those whom they con- 
tact. They are swelling the total of life insurance in force. 
They are writing new business and they are looked upon with 
unwarranted envy by those agents who confine their readings 
to the financial news in the daily press 


to the exclusion of helpful life insur- 
ance literature. They are the men | YC 
who are building the future of life _f7 * ’ . 


insurance. 
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Conservation Questions and Answers 


A Problem Which Offers Difficulties Enough Dur- 
ing Times of Prosperity and Which Now Becomes 


of Paramount Importance 


By SENECA M. GAMBLE 


Assistant Agency Manager, V olunteer State Life 


ONSERVATION. What is it? 
Where does it begin? Whose 
responsibility is it? Whom does 

it affect? What are the problems? How 
can the problems be solved? 
Conservation begins in the home 
office, and carries all the way through 
the appointment of managers, the re- 
cruiting and training of agents, the 
education of the public, the selling of 
new business, and keeping business in 
force until it accomplishes ail that it 
was originally intended to accomplish. 
Conservation is the responsibility of 
every person and of every organization 
having any part in the institution of 
Life Insurance, and this includes you 
and me. It affects directly everybody 
in the insurance business and every 
policyholder and beneficiary. It affects 
indirectly everybody who lives in any 
civilized land, and all of posterity. If 
these things were not true, Life Insur- 
ance could not occupy its paramount 
position as the greatest business on 


earth. 


Does Conservation Pay? 


In determining whether it is finan- 
cially worthwhile to invest money, 
time, and effort in conservation meas- 
ures, let us consider the cost of lap- 
sation. It has been my privilege to 
study a comprehensive analysis of busi- 
ness, covering a production period of 
eight years. It showed that on any 
of the policies offered, the company 
would sustain a loss unless the pre- 
miums were paid for at least three 
years. On some plans, there would be 
a loss if premiums were not paid for 
twelve years. Using the minimum of 
three years, and a premium of $20.00 
per thousand, at least $60.00 in pre- 
miums must be paid to prevent loss. 
Without treading actuarial ground, if 
lapse occurs before the second premium 
is paid there is a loss of about $40.00, 
and if the premium is not paid for the 
third year, there is a loss of about 
$20.00. On this basis, lapsation of each 
million dollars of business at the end 


Address before I. A. C. meeting at Dallas, 
Tex. 





Seneca M. Gamble 


of the second year costs the company 
approximately $20,000, or at the end of 
the first year a loss of about $40,000. 
Ask your actuary to prepare an 
analysis of this nature for your com- 
pany, and in the light of these figures, 
determine how much your company is 
losing through lapsation of this class 
of business alone. 

On the conservative estimate of $1 
per thousand per year of renewal ser- 
vice commission which the agent loses 
through lapsation, each million dollars 
of lapse at the end of the first year 
represents a sacrifice of $9,000, or at 
the end of the second year it means a 
sacrifice of $8,000. 

Policyholders who buy insurance and 
do not keep it in force feel that they 
have sustained a loss of all of their 
premium deposits. Using the same 
basis, each million dollars of lapsation 
at the end of one year causes policy- 
holders to feel that they have sus- 
tained a net loss of $20,000, because 
they did not die in time to win. We 
all know that they have not actually 
sustained any loss, because the pro- 
tection has stood constant guard, ready 





to pay had death matured the policy. 
It is not only what we think about it, 
but what the great insuring public 
thinks. 

The next group of losers through lap. 
sation includes all of the thousands and 
hundreds of thousands of beneficiaries, 
No matter when lapse occurs, the bene. 
ficiaries are left without protection, 
and in a vast majority of cases suffer 
through want of necessities for which 
the insurance would have provided. As 
a consequence of the unfortunate situs- 
tion of beneficiaries left with only 
lapsed policies, the entire population of 
the land sustains loss because those 
beneficiaries become public charges, 
and must be cared for by charity whieh 
is financed by those who are producing 
an income. 

While the sale of new insurance is 
necessary, accomplishment in this d- 
rection is but a sham unless more of 
the business can be kept in force after 
it is written. The problem is your 
and mine. It is the problem of th 
companies we represent, and of th 
agents who represent the companies 
It is a matter of great concern to al 
policyholders and to their beneficiaries 
Everybody should be interested, am 
the world is waiting for you and m 
and all others who earn our daily brea 
as Life Insurance men, to take step 
which will tend to correct the unfa 
tunate situation which prevails, and 
salvage what is now being i 


through lapsation which is a deadly 
enemy. mi 
While present business conditions 


have serious effect on conservation, # 
us not forget that lapsation was ext® 
sive even when prosperity was at it 
peak. 
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Companies to Blame 
At the risk of being accused of blat 
phemy, I believe that those in authori] 
in Life Insurance circles are largely ® 
blame for the terrific lapsation whic 
is being experienced now, and has 
experienced year after year for a long 
while. All attention was given to» 
duction of new business, and the 
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recognized or was ignored. There 
have been rare exceptions to this gen- 
eral condition, and these exceptions 
unfortunately had to stand alone, not 
receiving the cooperation of their con- 
temporaries. Now, when the monthly 
or annual statement is published, there 
are wails when lapse figures come to 
yiew. The evil was born years and 
years ago. It has multiplied as time 
has passed. For companies, individual- 
ly or collectively to hope or expect to 
stamp it out in one, two, or five years 
would be unreasonable. Perhaps it can 
never be totally eliminated, but it can 
be curbed. The present deflation 
throughout the economic world may be 
a blessing in disguise. Since it began, 
there seems to have been born a new 
realization of the seriousness of the 
lapse situation and the need for doing 
everything possible to forestall further 
lapsation and the consequent loss. 
Whatever the cause, let us all rejoice 
that conservation is now coming to the 
front and being recognized as a part of 
the Life Insurance business, a phase 
which is of genuine importance in con- 
tinuing the progress and expanding the 
service of the best business on earth. 


Better Agents 


The field representatives of Life In- 
surance trudge through the rain and 
snow, the heat and the cold, preaching 
the gospel of protection. Through their 
ceaseless effort, there stands in force 
throughout the civilized world some One 
Hundred Fifty Billion Dollars of pro- 
tection. This represents a monumental 
accomplishment. I wonder just how 
many more billions of dollars would 
safeguard human life, had all of the 
agents through the past twenty-five 
years been taught more about how to 
do their work, and had they been im- 
pressed with the importance of con- 
serving the house of protection which 
they have been building. 

Unfortunately, there has not been 
enough care exercised by companies, in 
the selection and appointment of their 
field representatives. A result is that 
the Life Insurance sales field has be- 
come the haven of refugees who have 
failed in many other lines, failed be- 
cause of their own inability. Such as 
these have, in a vast majority of cases, 
failed in Life Insurance. A by-product 
is lapsation which could have been 
avoided. This has contributed to the 
diffieulty of drawing into Life Insur- 
ance more successful men who could 
make even greater success in this busi- 
ness. It is unnecessary for us here to 
Tepeat all that has been said many 
times about laxity in training new 
‘gents and in continuing helpful edu- 
tation of those who have passed 
through the experimental stages. 
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for keeping business in force was not 





The Insuring Public 


We are told that Life Insurance 
found its origin in an agreement en- 
tered into by a small group of men who 
realized the need for financial pro- 
vision for their dependents, to avoid 
the necessity of their loved ones be- 
coming public charges. From that time 
forward, even to this very day, men 
have realized the need for creating a 
financial reserve to guarantee fulfill- 
ment of their plans, and discharge of 
their responsibilities. It is a matter of 
regret that entirely too many still know 
practically nothing about Life Insur- 
ance, except that if they will pay pre- 
miums while they live, the insurance 
company will pay the proceeds at death. 
The insuring public is even yet lament- 
ably in need of knowledge of what Life 
Insurance is and what it does. The 
job of teaching them rests upon your 
shoulders and mine, and it is the re- 
sponsibility of all of us who are en- 
gaged in life underwriting. We pass 
up many opportunities to preach the 
gospel, by allowing to go unpublished 
news items which would help to convert 
thousands of unbelievers. In every 
communication which goes to a policy- 
holder or to a beneficiary, there should 
be a selling message for the service 
Life Insurance renders. 

It is with considerable pride and 
satisfaction that I can tell you my com- 
pany is awake to the importance of 
conservation. We are constantly giv- 
ing it study, and working toward the 
end of bringing about those things 
which are needful to correct the lapse 
situation. Perhaps you will be inter- 
ested in a few brief comments regard- 
ing our practices. 


Volunteer Practices 


After the Home Office, our own field 
men were the first goal. They, like 
most agents, needed to be brought to a 
realization of the importance of keep- 
ing business in force. We adopted the 
practice of compiling at the close of 
each month a record showing the year- 
to-date persistency of each agent in 
each agency, on his first and second 
year business. I have here a specimen 
of the form which is used. A personal 
letter goes to each branch manager at 
the close of the month, carrying the 
statement for his agency. The Home 
Office sends to each individual agent 
comment regarding his personal stand- 


rv Remember that though we may a 
sell new insurance to every insur- 
able man on earth, and though 
we shall continue to pay every 
claim which arises, until we recog- 
nize and realize the importance 
of conservation, teaching it to our 
associates, writing it into the 
hearts and minds of policyhold- 
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ing. Each man is kept informed of his 
business which lapses, and is urged to 
get it reinstated. 

We felt that it was the part of 
wisdom to add a little financial induce- 
ment to encourage the agent in his 
conservation work. This is tied in with 
the production of new business, and 
the field man can earn a quarterly 
prize of $30 by measuring up to the 
requirements. His persistency must be 
at least 75 per cent for the year-to- 
date. Of course, conservation is made 
a factor in qualifying for our annual 
convention trip. A net lapse of 25 per 
cent of the exposed volume is allowed 
without penalty. Each additional 1 per 
cent of lapsation calls for an increase 
of 2 per cent in the volume of new 
paid business required to make the con- 
vention trip. A lapse rate of 40 per 
cent disqualifies an agent, regardless 
of his volume of new paid business. 
We are thinking seriously of reducing 
this to 35 per cent as the maximum 
lapsation next year. 


Bulletin Service 


Several months ago, we began pub- 
lishing monthly our Conservation Bul- 
letin. On the front page, there is a 
message to the agent, sometimes being 
in the nature of a conservation talk 
which he can use in approaching his 
policyholders. The persistency rate of 
each individual agent and of each 
agency as a unit is published. At first, 
this brought some fire from a few of 
our men. They did not like the idea of 
the entire field organization knowing 
just what their individual record 
showed. The Bulletin has been con- 
tinued month by month, and instead of 
getting requests to discontinue it, we 
find that it is impressing upon our field 
men the importance of keeping their 
business in force, coupled with the am- 
bition to have a good record for pub- 
lication. 

One of the best times to handle per- 
sonal conservation work is the change- 
of-age date. We have a program 
through which our field representatives 
are urged to visit their policyholders, 
just before the age change, as a matter 
of service. Perhaps you would like to 
see the form which is used in this 
work. If you would like to have de- 
tailed information about this program, 
I shall be glad to send it to you upon 
receipt of your request. 

We are instituting now a program 
through which the agent is to be kept 
informed of policies which are within 
five days of expiration of the grace 
period without premium having been 
paid, the agent being instructed to 
make a personal call toward the end 
of preventing lapsation. This is the 
period when insurance is in great dan- 

(Concluded on page 25) 









Dividend Payments 


HE confidential letter from 

George S. Van Schaick, super- 
intendent of insurance of New 
York State, addressed to fire and 
casualty insurance companies, con- 
tained advice which, we believe, 
will fall upon fallow ground. Fol- 
lowing the statement that it was 
quite possible that it might be nec- 
essary to devise and adopt a dif- 
ferent basis of valuation of securi- 
ties owned by the companies he 
warned the companies against de- 
claring dividends “based upon sur- 
pluses ascertained upon Conven- 
tion valuations where such uncer- 
tainty exists as to the future nec- 
essity of revaluation.” Perhaps, 
rather than to say that Mr. Van 
Schaick “warned companies” it 
would be more correct to say that 
he expressed the opinion that on 
the question of dividends no re- 
sponsible management would so 
act. 

Such an attitude, we feel quite 
certain, has been that of those 
companies—which means the great 
majority of them—which have re- 
sponsible management. Whether 
or not they set up voluntary re- 
serves against the Convention val- 
uations of their securities and the 
actual market valuation of them as 
of the date of the statement, they 
were not planning to pay divi- 
dends except when such payments 
were thoroughly justified by the 
most acid test that could be ap- 
plied to their financial assets and 
their liabilities. 

As was said, Mr. Van Schaick’s 
letter was confidential and was 
known to the executives of the 
companies to whom it was ad- 
dressed some time before it was 
made public. Perhaps, it already 
has had an effect upon the market 
value of insurance stocks. Per- 
haps, now that it is common 
knowledge, it may have more. 
But it is not a bad thing to have 
it brought to the attention of the 
stockholders, the policyholders and 
the investing public that when a 
fire or casualty insurance company 
votes the payment of a dividend 
there is no possible question but 
that it is in a position to pay that 
dividend without in any way 
jeopardizing its financial struc- 


ture. 
E. ditorial 


With the Editors 


Talk Strength 


ANK failures did much to 

spread the tide of depression in 
1930 and much more in 1931. It 
was inevitable that public confi- 
dence in these institutions should 
waver in the face of statistics and 
personal experience and probably 
it was also inevitable that cautious- 
ly minded people should turn to 
life insurance for the safe invest- 
ment of their funds. However, 
the well being of our banking sys- 
tem and the prosperity of the 
country in general is irrevocably 
bound together. For this reason 
the life underwriter who makes 
the weakness of banks the main 
point of his appeal, rather than 
stress on the safety of life insur- 
ance, is working for a temporary 
gain at the expense of his future 
prosperity. 





What Agents Need 


9 grea genuine effort on the 
part of agents, and inspiring 
assistance from their companies, 
life insurance production for 1931 
fell off about 13 per cent. An 
examination of the Handy Guide 
for 1932, just published by The 
Spectator Company, reveals that 
practically all the companies 
brought out new forms of low 
premium policies such as modi- 
fied life, convertible, family in- 
come, retirement life annuity, 
whole life policies with increase 
in premiums, policies with reduc- 
ing premiums at successive five- 
year periods, and other similar 
special contracts. 

These innovations were suc- 
cessful in holding the production 
decrease at such a comparatively 
low figure. One actuary has esti- 
mated that without them the loss 
would have been in excess of 18 
per cent. It is possible that 
these new forms are largely 
responsible for the fact that the 
first quarter’s production in 1932 
has dropped no more than 5.7 
per cent. It is clear that 1932 
will see a pretty definite trend 
toward new policy forms and 
the agent who is familiar with 
the provisions of these contracts 
is the agent who will be the 
leader. 














Cigarette Smoking Losses 


2 a. a or not any or all 
of the things once said re 
garding cigarettes by certain re. 
form organizations were true igs 
not the concern of the fire insuyr- 
ance companies. Life insurance 
officials who had been persuaded 
that “coffin nails” is a proper title 
for this particular preparation of 
smoking tobacco might feel that 
they had the right to protest 
against the ever increasing use of 
the cigarette, but the firemen 
would be properly interested not 
in whether cigarette smoking was 
a good or a bad habit for the in- 
dividual but, rather, where they 
smoked cigarettes and what they 
did with them after they had fin- 
ished smoking. 

Here, apparently, there can be 
little argument over the statement 
that there might well be a change 
for the better. At the annual meet- 
ing of the Western Underwriters 
Association held last week at 
Asheville, N. C., statistics were 
presented regarding fire losses di- 
rectly caused by cigarettes that 
were both significant and alarming. 
The figures shown were of losses 
paid during 1931 through the Cook 
County Loss Bureau. The total 
payments under such claims, 8,626 
in all, amounted to more than two 
hundred thousand dollars. It was 
shown that more than six thouw- 
sand of these claims were for less 
than $25 each. It was stated that 
most of the eight thousand and 
more claims were not legitimate 
claims had a strict construction of 
the policy been insisted upon 
Habit and competition, it was said, 
were the main reasons that they 
were paid by the insurance com 
panies. 

Many observers of our present 
economic situation insist that one 
result will be a tendency of the 
men and women of this country 
to curb to some extent the waste 
ful, extravagant and careless way 
of living which has come 
be considered almost a nati 
characteristic. Action takes 
against the payment of small loss 
claims caused by cigarettes by * 
surance companies and the orga 
izations representing them 
also the agents may also help. 
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Time 
Weekly News Review 


Temporary receivers appointed for 
the Inter-Southern Life Insurance Com- 
of Louisville, Ky., in several states 

in which the company operates. 





Charter granted the Trinity Life In- 
surance Company of Fort Worth, Texas. 
A. Morgan Duke will be president of 
the company . 





Data compiled by the Association of 
Life Insurance Presidents show pro- 
duction of new life insurance for 
March to be 13.5 per cent under that 
of March, 1931. According to the 
same source, production for the first 
quarter of 1932 is 5.7 per cent under 
the 1931 mark. 





Equitable Life of lowa, in drive in 
honor of President Nollen, increases 
paid-for business in March 16 per cent 
over corresponding period for 1931. 





Vice President Ellis W. Gladwin cele- 
brates fortieth year with the Home 
Life Insurance Company of New York. 





W. D. Williams chosen president of 
the Western Underwriters Association. 
Other officers are J. A. Campbell and 
E A Henne, vice-presidents; Charles 
F. Thomas, manager-secretary. 





Roy E. Curray chosen as president of 
the Inter-Ocean Reinsurance Company 
of Cedar Rapids, lowa, succeeding the 
late Dr. Richard Lord, Karl P. Blaise, 
assistant secretary, elected vice presi- 
dent and secretary, Jj. L. Campbell 
named assistant secretary. 





Public Indemnity Company of New- 
ark, N. j.. merged with the Independ- 
ence Indemnity Company of Philadel- 
phia, Pa. Willard L. Case, vice presi- 
dent of the Public Indemnity, will be 
president of the merged company which 
will retain the name of “Independence 
Indemnity.” 





Loss payments in the surety busi- 
ness in 1931 highest ever recorded in 
the Handy Chart of Casualty. Surety 
and Miscellaneous Insurance Com- 
pames. 





Charles H. Neely. retired president 
of the Columbia Casualty Company, 


New York, dies at his home in Bronx- 
ville, N_ Y. 





Pat Fisher of West Palm Beach 
elected president of the Florida Local 
ts Association 





Charles N. Dubach placed in charge 
of underwriting and claims for the cen- 
tral west territory of the Hartford Ac- 
cident and Indemnity Company 





According to George A. Miller in the 
New York Evening Post, life insur- 
amce companies for the week ending 
April 16 invested 41.7 per cent in 

and business property loans, 
192 per cent in State, county and 
municipal bonds, 11.2 per cent in 
United Government bonds, 10.4 
pet cent in farm mortgages, and 6.0 
per cent in Canadian bonds. 
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T a point in the Senatorial investigation 
of Wall Street practices where it was 
disclosed that operators of pools 

were often apprised in advance of certain 
confidential information about stocks in 
which they were interested, Senator Glass in- 
terposed : 

“A man who would do that would pick a 
pocket.” 

However proper the Senator’s indignation 
might have been, I think he was very wide 
of the mark when he made that statement. 
The ethics of business is a philosophy all to 
itself and, for practical purposes, only con- 
fusion results when we judge business con- 
duct by social standards. It is highly im- 
probable that the man who organizes a Wall 
Street pool and expects to profit partly by 
the participation in the market of people un- 
acquainted with the true value of the stock, 
would pick a pocket under any circum- 
stances. He is not, in fact, even the kind 
of man who would sneak a glance at his 
opponent’s hand in a bridge game. He is 
merely playing the Wall Street game as it 
has been traditionally conceived. 

The current investigation will be of some 
value if it succeeds in establishing new 
standards of conduct on the Stock Exchange. 
It would be a fine thing to see the ethics of 
William Street transplanted to Wall Street. 
What is needed in Wall Street brokerage 
offices is the sense of trusteeship with which 
insurance men everywhere have become 
imbued. There is no reason to believe that, 
if such an ethic were once established, the 
brilliant men in the financial district would 





be any less faithful to their trust. 








_—————=By ROBERT WADE SHEEHAN—————} 
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The Investors Syndicate of Min- 
neapolis discloses as the result of a 
consumer survey that industry employs 
14,000,000 workers; farms, 10,000,000; 


professionals, 3,500,000; transporta- 
tion, 4,500,000, and domestic service, 
4,800,000. 





Statistics from the International La- 
bor Office of the League of Nations 
today showed between twenty and 
twenty-five million unemployed last 
year throughout the world, with an 
estimate of sixty and seventy million 
persons deprived of means of existence 
from their own livelihood. 





The three hundred million dollar 
Government economy bill includes an 
11 per cent salary reduction on all 
Federal employees receiving above 
$1,000 per year. 


Emigration records show that the 
total aliens leaving the United States 
in 1931 was the lowest in seventy 
years. 





Federal Reserve rates for the week 
ending April 23 were 342 per cent at 
all banks, save New York, where the 
average was 3 per cent. 





The composite average of 70 indus- 
trials on the New York Stock Ex- 
change opened Monday at 109.54 and 
closed Saturday, April 23, at 108.29, 
30 rails ranged from 20.54 on Mon- 
day to 20.77 on Saturday. The com- 
posite average of the 100 ranged from 
82.84 on Monday to 82.03 on Satur- 
day. Thirty bonds ranged from 77.51 
Monday to 76.99 on Saturday. 





Secretary of the Treasury offered on 
April 25 two issues of United States 
notes and certificates aggregating 
$450,000,000, the funds to be used 
chiefly for the Reconstruction Finance 
Corporation. 





Fisher's Commodity Index shows av- 
erage price last week at 61.8 per cent 
of the 1926 level, a loss of 0.6 during 
the week. 





Cotton futures closed the week off 
$1 a bale on liquidation. 





Steel making activities for the coun- 
try as a whole have shown an increase 
for the second successive week. The 
ingot rate for the industry estimated 
at 23 per cent against 22 per cent 
the week previous. 





Gains in wheat were lost due to 
rains. 





Bank of England has been made the 
Government agent for exchange fund 
operations. 


Total of Italian unemployed dropped 
in March to 1,053,067 as against total 
of 1,147,945 at the end of February. 








Engineering contracts in the United 
States on public and private works to- 
taled last week $24,601,000. This ex- 
ceeds the average for April by $1,- 
947,000. 
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Louis M. Crandall, Salesman Extraordinary 


His Passion for Business Learning is Exceeded 
Only by His Eagerness to Instruct Others: 
Averages More Than an Application Per Call 


LONG toward the close of the 
annual convention of the Na- 
tional Association of Life Un- 


derwriters at Toronto in 1930 a com- 
pact little group of agents could be 
observed in a corner of the convention 
floor lobby, apparently engrossed in 
earnest deliberation. Not unusual, to 
be sure, except that this group was in 
a peculiar sort of a huddle and it 
seemed to be a permanent formation. 
It didn’t break up and drift about to 
join other little groups as convention 
gossipers are wont to do. 

Investigating, curiously, one found 
the electric personality of Louis M. 
Crandall, back to the wall, so to speak, 
facing a semi-circle of well known life 
underwriters and answering questions 
concerning this, that and the other life 
insurance situation. 

His terse answers were charged with 
a glowing enthusiasm that is born of 
knowledge, and his manner suggested 
an eagerness to share that knowledge 
with others. 

He had just concluded a forty-minute 
address in the convention hall, an ad- 
dress which brought fifteen hundred 
life underwriters to their feet with 
prolonged applause. And here, men 
who had heard it all, were passing up 
the next feature of the convention pro- 
gram so that they could hear more of 
this remarkable man’s ideas. 


Unique Equipment 


It is doubtful if another man in 
America can match the peculiar equip- 
ment of Louis M. Crandall. He is a 
born salesman who has supplemented 
his natural ability with a comprehen- 
sive education, and is a teacher and 
educator who never tires of reversing 
the role and becoming a student. He 
worked his way through college and 
through a number of special educa- 
tional courses, such as public speaking, 
letter writing, business management, 
salesmanship, etc. The list of special- 
ized courses he has mastered is, in fact, 
so extensive as to invite a thoughtless 
“What of it?” But it all helps, as his 


production record will prove. 


By FRANK ELLINGTON 





L. M. Crandall 


For more than a quarter of a cen- 
tury Mr. Crandall has worked from ten 
to fourteen hours a day as a teacher, 
writer, salesman and campaign or- 
ganizer, and this statement can be 
taken just about literally because he 
carried on many of these activities 
simultaneously. And in addition to his 
prolific writings, frequent convention 
appearance as a speaker, and his per- 
sonal supervision of a business college 











ME: CRANDALL this year is beating 

his four-year record of seven sales 
to each five calls. This year he has 
been able to write on only seven calls 
eighteen applications for over $100,000 
worth of business. He states that one of 
his clients has brought him thirty-nine 
cases for nearly $200,000 worth of paid 
for and delivered business. 

Last year Mr. Crandall traveled over 
16,000 miles to address some 30,000 
fraternal, religious and business work- 
ers and salesmen and executives in this 
country and Canada. 











which he owns at Norwich, Conn., Mr, 
Crandall finds time to sell enough life 
insurance to keep him in the front 
ranks of the producers of his company. 

He has gone along for nearly ten 
years without missing a single week 
of writing from one to thirty-five ap- 
plications and once wrote in a single 
day thirty-five applications represent- 
ing $93,000 paid for and delivered 
business. ‘These applications were all 
written on eighteen calls. 

During his frequent absences from 
home on speaking tours and other 
business enterprises which may at any 
time engage his attention, Mr. Crandall 
keeps his application-a-week record in- 
tact by selling via telephone or tele- 
graph or by writing an application or 
two in the cities where he is speaking. 
Toledo, Chicago, Montreal, New York, 
ete., are cities he picks in which to 
demonstrate an application per call. 
Which is not as difficult as it may at 
first seem, considering the system 
employed. Mr. Crandall is an indefat- 
igable worker and manages to keep a 
sort of a “human reserve” ahead for 
such contingencies—that is, a few 
nearly—sold prospects just about ready 
for closing. A suggestion by wire does 
the rest. 


A Regular Leader 


He has several times been State 
leader for his company and winner of 
the Tiffany Bronze Medal offered for 
three or five hundred thousand dollar 
producers, even as a part time agent. 
He gave up his position as director of 
the Norwich Commercial School ia 
1930, a post he had held for over twenty 
years, and is at present devoting more 
time than ever before to life insurance 
work. He entered the insurance busi 
ness as a part time agent with the New 
England Mutual Life in 1920. 

The fact that Mr. Crandall possesses 
unusual qualifications as an educator 
merely stamps him as one who has the 
not unusual ability to succeed; the fat 
that he combines with this a most it 


(Continued on page 25) 
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Transactions of the Ten Largest Life Insurance Companies in 
the United States in 1931 
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Aetna Equitable Mutual | | Mutual | New York | North. INDUSTRIAL COMPANIES 
Life New Y: t ife, N. Y. ife jwestern Mut.) Travelers < 
John Hancock| Metropolitan} Prudential 
$ $ $ $ $ $ $ $ 
19,890,306] 27,776,744] 18,806,476] 10,262,208] 37,777,896] 12,662,583] 21,675,812|| 28,491, 60,255,425] 57,967,952 
178, 248, 987| 537,465,783] 227,925,216) 309,931,004) 573,236,307) 408,737,474] 115,921, 898)| 297,366, 058) 1,489,327 563) 1,152,446,053 
176,334,261) 426,235,235) 164,658,555) 522,832,914] 762,351,166] 300,047, 750] 254, 329, 432)| 155, 149, 898) 1,384,422,910) 1,062,329,825 
26,609,952] 77,812,964) 6,844,384) 21,879,758} 62,402,545 48,000} 21,915, 25,340, , 118,823} 75,495,490 
145, 000 96,000]........ , 2,000 ee Re ET a Meee 
66,233,694] 269,240,193] 145,777,218] 200,594,468] 379,479,403) 215,012,341] 106,171,003|| 79,310,641) 397,874,932) 218, 648,472 
248,412,301] 17,431,868) 2,590,734] 6,885,281] 9,824,141] 4,719,834] 10,807,471]| °5,220,214) 40,553,375) 113,016,422 
13,953,153] 31,278,731) 10,294,953] 16,120,900] 33,004,401) 18,295,948] 21, 155,71 14,900,043] 75,633,195) 69,611,741 
8,048,608] 22,895,230] 13,172,835] 17,711,867] 31,938,020) 17,171,504] 8,477, 15,439, 59, 422, 459 , 182, 
RR RRR SH MP 17, 649 39, 002 570, 396] 1101, 066, 458)|-----.------ ic néerdnddene 
437, 949, 075| 1,400,232,748] 589, 980,371} 1,106,236,049) 1,890,144.881| 977,265,830] 661,521,007|| 621,278, 133) 3,590,115,654) 2,692,698,221 
Paes 695,570)...... 471,749] 19,792,276] 6,502,025)........... 2,573, 10, 882, 439 045, 900 
92,105,656] 2,386,806 36,769 672,333] 20,086,575) 6,535,014 °773,201|| 3,206,875) 22,387,443) 6,192,179 
317,813, 759) 1,174,436,993| 493, 662, 138] 918, 703, 099) 1,483,832,687| 807, 403,036] 490,782, 193|| 518, 163, 805) 3,115,385,579) 2,375,499,617 
25,104,208] 63,978,774] 30,236,773] 52,852,022] 91,124,905) 55,840,770] 31,905,656|| 8,416, 40,994,007] 54,430,431 
9,832,544] 15,139,233] 2,032,998] 13,622,527) 24,898,536] 4,031,978 *501,065|| _ 4,259,983] 25,005,531) 24,675,533 
3,813,252) 48,537,571] 23,803,153] 43,175,689) 63,210,338] 44,683,317 23,401|| 20,690, 63,596,122) 35,734, 187 
9,937,358 80,354] 123,351,304) 163,426,394 109, 486 293,295} 5,526,050|| 5,114,212) 56,287,054) 18,072,955 
29,075,381] 59,765,749)......... "119, 672,743] 54,596,731] 42,313,718|| 43,825,816) 227,270,238) 7128, 391,022 
42,372,572] 738,294,104] 16,893,915] 14,456,317/7107,296,186] 10,416,703] 982,468, 924)| 720,808, 761,577,123) 55,894,476 
7,168,883} 20,104,933] 6,192,955] 13,417,460) 31,054,903] 9,977,421] 10,411,201|| 7,444,291) 40,231,091| 37,932,640 
63, 994, 185] 146,769,071) 53,538,513] 98,546,020) 196,093,410] 83,182,001] 88, 690,612]| 100,527, 024/*592, 259, 493) #490, 658, 130 
105,923} 5,313,196} 1,081,952] 10,045,173] 4,448,088] 4,531,458 8,714 411, 1,428,352) 1,043,882 
2,359,730] 35,443,636) 16,472,065) 30,747,327| 27,816,055| 31,905,255 6,243]; 14,988, 33,724,626) 23,466,364 
11,320} 1,038,258 _* wea ae Ee ee: 2, SE o25cssvcene 
242, 908 391,191 227,670 125, 935 i ee 2,53 2,070,046)... a 
2,168,208] 57,254,861 309,615; 8,065,178] 13,133,570 188,728} 6,564,677 1,091, 21,659,615) 15,134,730 
4,532,086) 12,774,548 143,531] 8,671,824] 18,016, 106 454,948] 5.342.691|| 2,065,417) 14,238,922) 12,675,614 
80,583,243) 279,089,694] 78,050,876) 173,342,233) 291,980,618) 130,255,357] 110,114, 228]| 126,533, 198] 706,418,506) 580,911,360 
5,377,176] 13,585,353] 7,548,063) 6,998,503| 12,399,207) 14,597,203) 5,982,552|| 1,840, 5,494,852) 14,391,279 
3,794,322| 26,441,770] 10,217,652] 15,731,076] 30,044,801} 19,763,604) 5,281,131|| 14,015,323) 75,785,662) 58,761,725 
9,451,339] 23,375,313] 8,310,485] 24,554,395] 37,550,977) 14,122,653] 12,212,355|| 8,274,1 65,676,037) 50,981,759 
1,903,943] 13,986,385! 7,529,063] 9,688,412} 18,445,192) 10,724,007] 5,339.77 3,721,941] 19,994,343) 11,110,485 
1,282,226} 2,045,418 651,740} 1,409,603) 2,641,008 566, 973 2! 139,900 1,282,741] 6,036,995) 4,154,666 
16,431,830] 65,848,886) 26,708,940] 51,383,486) 88,682,068) 45,177,237] 24,973,1 27,294, 145) 167,493,037) 125,008,635 
238,455} 3,544,177} 1,315,381] 1,904,836) 7,071,382 432,114] 1,307, 1, 335,81 4,955,697) 5,442,284 
102, 630, 704] 362,068,110} 113, 623,260} 233,629,058) 400,133,275} 190,461,911] 142,377,034]| 157,004, 142) 884,362,092) 725,753,558 
36,001,167] 69,743,465; 27,545,175| 50,901,101] 68,320,129) 44,384,431] 37,552,125|| 32,585,941) 147,276,706) 118,450,528 
1,966,352) 6,774,548} 3,138,260) 5,492,776] 10,509,346) 3,402,351) 2,983,075|| 2,580,3 34,068,355) 15,128,918 
1,534,940] 5,114, 153 102,367] 2,077,501; 2,873,434 138,222) 1, 689, 110) 161,1 2,558,611) 1,532,954 
15,003,336] 51,764,386] 26,454,316] 41,908,977} 61,201,631! 32,779,866] 27,852, 29,989, 156,000,343) 149,384,727 
3,869,160) 54,981,959) 23,637,227) 45,961,864) 71,468,973) 44,009,007 48, 05: 19,576, 90,579,257] 89,498,461 
4,589,642) 8,535,528 7,710} 6,245,620] 13,210,422 106,125] 6,804,698]| 2,681, 417,312,126] 15,323,394 
62, 964,597] 196,914,039] 80,885,055] 152,677,840] 227,583,935] 124,820,003] 76,929,960|| 87,575,123) 447,795,398) 389,348,982 
2,581,917] 7,591,259) 2,632,373} 3,153,313] 5,265,952) 5,664,395} 4,273, 952, 2,578,585] 10,498,077 
8,540, 25,754,482) 7,234,655) 14,026,172} 21,013,619] 11,521,238 12'316.056 22, 189,275] 87,493,907) 80,321, 105 
377,496] 1,482,425 243,718 910,005} 1,578,720 375,378 491,325 555,21 4,439,088) 1,767,554 
1,798,495} 6,417,801} 1,814,926) 3,414,788] 7,534,847) 2,438,664) 3,534,634 3,577, 20,930,433) 13,578,909 
613,351] 2,374, 189 371,919] 1,505,505) 2,379,746 325,698} 1,437,051 720,131] 6,017,891) 3,737,943 
164, 168 230, 264 33, 168 75, 161 208, 102 61,312 461, 177] 159, 1, 133, 999 508, 789 
1,309,381] 3,488, 197 640,555} 1,972,635) 8,552,717) 1,189,937) 2,472,431|| 2,000,57 6,762,940) 10,162,724 
12,803,721] 39,797,358] 10,338,941] 21,904,356) 41,267,811) 15,912,227) 20,712,674|| 29,201, 126,778,258! 110,077,024 
2,329,735} 4,963,316] 2,913,122] 3,330,347) 5,921,841] 3,631,709) 3,045,594 2,343, 14,110,132] 13,640,733 
1,242,544 682, 001 565, 332 478,263] 1, 269,938 553, 425 952, 425 831, 3,284,909) 2,264,212 
4], 202, 330 190, 285 3, 485 258,957; 1,088,798 20,263} 41,200,178 708, 13,840,496] 11,473,388 - 
' 
20,160,247} 53,224,219] 16,453,253] 29,125,236] 54,814,340) 25,782,019] 30,183,871|| 34,039,366) 160,592,380) 147,953,434 
83, 124,845) 250,138,258] 97,338,303] 181,803,076) 282,398,275] 150,602,022] 107,113,831] 121,614,489] 608,387,778) 537,302,416 
19, 505,859] 111,929,852) 16,284,955 51, £25, 983} 117,735,000] 39,859,889) 35,263,203 , 389, 653] 275,974,314) 188, 451, 142 
‘ 
71,453 217,034 37,229 95, 188) 254,349 63, 630 69, 695 846, 832 982, 925 
266 118 ‘ ers Seapets Sees 158 221 335 
epee 3,677,660] 4,728,638 
300,575, 102] 639,956,652) 167,287,166) 359,619,757) 673, 123,000) 296,255,502) 371,053, 644 1468 , 029, 985) 1,382,680,919 
80,862,905} 127,510,043}........ .ee++«+| 101,272, 180 293,523,289] 102, 424, 660 
Ripe + 1,034,951,289} 1,160,626,081 
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* Includes supplementary contracts on life contingencies. 
For other footnotes see page 











D aily Newspapers | 


of Monday evening carried the news 
of the approaching marriage of Mrs. 
Ann Edith Stafford and Frederick H. 
Ecker, president of the Metropolitan 
Life Insurance Company. The wed- 
ding will take place in New York on 
Saturday, April 30, with Dr. Henry 
Howard, pastor of the Fifth Avenue 
Presbyterian Church, officiating, ac- 
cording to the announcement. A 
honeymoon trip to Bermuda is indi- 
cated. Mrs. Stafford is a daughter 
of Dr. Philip Daily de Boisboisel, a 
physician of Paris and a cousin of 
Raymond Poincare, former President 
of France. Her first husband was 
Grant Stafford of Buffalo. 


A big surprise 
is in store for the life underwriters 
of New York at the association din- 
ner on May 10, Ladies’ Night and the 
last meeting of the season. The illus- 
trious administration of President 
Clancy Connell will terminate with 
this affair, and “Bill” Bawden, sec- 
retary for three years, will be given 
his final adieu as his newly appointed 
successor is christened. The speak- 
ers of the evening will be Elbert 
Storer and John A. Matthews. As 
far as this paper could ascertain the 
unusual feature is to come as a big 
surprise, appearing for the first time 
in the history of the association, that 
all who attend will participate in it 
permanently rather than transitorily, 
that it has taken weeks to prepare, 
that 38 agencies in New York have 
collectively underwritten its cost, that 
those who do not attend the dinner 
will have to pay a small fee to secure 
it, and that it is the most timely ve- 
hicle the association has disposed of in 
its existence. This statement, as 
given out by one of the members of 
the association, was apparently devoid 
of exaggeration. 
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OLKS AND 
ACTS 


IN LIFE INSURANCE 


A picture of 


Dr. Edwin B. Forbes, medical exam- 
iner of The Lincoln National Life in 
Detroit, recently appeared in the roto- 
gravure section of one of Detroit's 
Sunday papers, showing the Doctor as 
a motorist of the year 1902. His 
car at the time was a Northern, a 
“one hoss shay” appearing affair, 
without the “hoss.” Dr. Forbes has 
| been an enthusiastic auto fan for more 
than thirty years, and has kept a most 
interesting file of all his license plates. 
The first owned by him is exceptional- 
| ly interesting. Made of leather, with 
| the numeral 4 in metal, it is the fourth 
| plate ever issued in the State of Mich- 
igan. In those good old days plates 
could be obtained at the police sta- 
tion for $1.00. 





ie way in which 


| life insurance has acted as a protec- 
tive economic cushion and served to 


stabilize general conditions in the 
financial crisis through which the 


world has been passing since Octo- 
ber, 1929, was pictured by Professor 
William A. Irwin of Washburn Col- 
lege, Topeka, Kan., in his address on 
“Life Insurance—The Economic Sta- 
bilizer,” at the half-day Sales Con- 
gress held under the auspices of the 
Life Underwriters Association of St. 
Louis, Mo., at Hotel Statler, St. 
Louis, the afternoon of April 21. The 
rally drew the largest attendance of 
any regular meeting held during the 
year. 


=_— M. Beal, 
has been appointed an assistant treas- 
urer of the Mutual Benefit Life In- 
surance Company. Mr. Beal has been 
a member of the finance department 
of the company since 1928, giving his 





attention to farm loans. 








ad ERE is where one of your ‘inter. 

ested readers’ ups and writes 
you a letter,” writes D. J. Wellenkamp, 
director of public relations, Illinois Life 
Insurance Company, Chicago. Should 
I discuss this correspondence, I won. 
der? You know very well that I shall, 
even though my correspondent did en- 
close what might otherwise have been a 
most flattering phrase in quotes. Be. 
sides, the subject is controversial and if 
there is anything that is good for what 
ails publishing, its controversy. Mr, 
Wellenkamp’s letter very properly re- 
minds me that it was he who cast the 
first stone in ridiculing the zeal dis- 
played by the Frontier Safety Com- 
mittee and he sent along a copy of the 
Illinois Life Bulletin as proof of his 
rather thoroughgoing dissent. The In- 
surance Field had followed up on the 
subject with what I thought a pointless 
bit of editorial rambling and in last 
week’s column I attempted to show, for 
the benefit of those unfamiliar with the 
efforts of the I. A. C. committee, that 
its work has been of a constructive 
and beneficial nature. Facetiousness, I 
felt, was out of place in a discussion of 
the F. S. C. 


« ” 


R. WELLENKAMP is a member 

of the I. A. C. and endorses 
highly both the organization and the 
energetic head of the Frontier Safety 
Committee, but he has his own opinion 
as to the utility of protesting against 
real or fancied wrongs done us by pub- 
lishers. “Sometimes we feel,” he says, 
“that even among the most humble 
there is a tendency toward taking our- 
selves too seriously and the aforemen- 
tioned more or less innocent article of 
ours was meant in some small measure 
to offset this seriousness. In other 
words, keep up the good work, but for 
heaven’s sake let’s have some fun while 
we are doing it.” 


. of * 


KAY Chicago, go ahead and have 

a good time. I'll even stand for 
you belittlin’ my sense of humor, but 
I’m going to stay serious about this 
matter. Anyway, when this colum 
was turned over to me my boss—that'’s 
slang for Tom Cullen—said: “Write 
about anything you care to but dont 
try too hard to be funny. The only 
man who could be funny about insur 
ance died eight or ten years ago.” The 
advice, I have since found, was fund® 
mentally sound. 
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New Handy Guide 
Has Unique Value 





1932 Edition Shows Special 
Policies and New Disa- 
bility Clauses 


| 
| 





The 1932 edition of the 
Handy Guide, copies of 
which are now being mailed 
by The Spectator Company, 
publishers, contains, in addi- | 
tion to the various standard | 





pected to Attend 


New York Sales Congress 
to Be Outstanding Event 





Thirteen Nationally Prominent Speakers to Feature 
Annual Meeting at Buffalo on Friday, May 13; 
Over Fifteen Hundred Life 


Underwriters Ex- 


Offering what a prominent New York City life 


ferms of contracts, a repro- | insurance official has termed the “most powerful 


duction of about eighty-five 
new special contracts which 
were brought out during 1931 
and which will continue to 
be great factors in the pro- 
duction line in 1932. This in- 
formation is presented for 
155 companies. The policy 
contracts include complete 
and accurate copies of the 
new disability and double in- 
demnity riders adopted in| py 
1931 and the agreement in| gq; 
application. The 1932 Handy 
Guide is thoroughly up-to- 
date in every respect, the 


Underwriters’ 


ing,” will 


Sidney Wertimer, 


tively, 





most recent changes in pre-| make this year’s 
mium rates, disability rates| State Congress a 
is ilitw af + ~~ 
and disability contracts of the|tryly electrifying 
various companies being duly | affair from the 


recorded. The maximum 
amount of insurance written | 
and carried on a single life 
pee these com-| ber in attendance, 
es’ exhibits. iev y are 
In addition to the above in- roy ypoentien ee 
formation, the Handy Guide | jp anticipating an 
for 1932 also contains the! attendance of be- 
1932 dividend scale of the| tween fifteen hun- 
special contracts now in use| dred and two thou- 
with dividends projected on a| cand agents from 
twenty year scale, the aver- their own State and 
age net cost and the average | the nearby Canadian 
annual net cost for all ages.| and Pennsylvanian 
This permits the agent, | cities ¥ 
— and general agency | Defying fate with 
ve a complete analysis So. : 
of any alter a a glance me _seieetion S 
Without resorting to a mass | riday, the 13th, as 
of other data and publica- the date for the ward 
: gress, the commit- 


tions. . 

Included with each com- tee in charge has 
Pany’s policy exhibit are pre- proceeded to further 
mium rate tables showing | Show their complete 
participating and non-par-| belief in the success 
tcipating rates, together | Of the affair by list- 
With term, joint life and part-| ing the supposedly 
nership rates. | unlucky number of 

(Concluded on page 21) | thirteen principal 
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standpoint of help- 
fulness to the un- 
derwriter and num- 





Association,¢ 
having as its theme, “Power| speakers on their program. 
through Prepared Prospect- 


convene at the 


array of talented speakers ever to grace the same 
one-day Sales Congress program,” the Eighth An- 
nual Sales Congress of the New York State Life 





Congress to order. 


Charles 


Roesch, Mayor 


ten | gress committee, Maurice 


(Concluded on page 23) 





George A. Kederich, President 
New York State Association 


Sharp at 9 a. m., Edward 
A. Dunlap, president of the 
Hotel Statler at Buffalo, N.| Life Underwriters’ Associa- 
Y., on Friday, the 13th of | 
May, at 9 a. m. The local | 
and state committees, headed| dress of welcome will be 
Maurice S. Tabor andj| tendered by 
respec- 
have been hard at} 
work for better than 
weeks to date, determined to 
Empire 


tion of Buffalo, will call the 
The ad- 


E. 


of Buffalo. 
Chairman of the Sales Con- 


Ss. 


Tabor, will explain the “Pur- 
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Union Central Life 
National Campaign 





To Be Supplemented By 
New and Shorter 
Method of Training 
Agents 





Details of an aggressive 
national advertising cam- 
paign in magazines, news- 
papers and radio were re- 
vealed to managers of the 
Union Central Life Insurance 
Company from all over the 
United States as the high- 
light of a two days’ confer- 
ence at the home office in 
Cincinnati last week. The 
campaign, to start almost im- 
mediately, will be handled by 
J. Walter Thompson Co. 

It marks the first venture 
of Union Central Life in the 
field of national advertising 
| in its 65 years of existence. 
The decision to undertake 
the campaign at this time, 
according to company offi- 
cials, is predicated on a be- 
lief that out of the present 
depression will come the 
greatest period of prosperity 
which the life insurance busi- 
ness has ever known. 

“We must be ready to ex- 

ploit the turn of the tide 
when it comes,” W. Howard 
Cox, newly elected president, 
told the managers. “The 
Union Central Life has seen 
three depressions. We know 
the present depression will 
end. We do not know when. 
But we do know that the 
foundations of greater busi- 
nesses are being laid now— 
that now more than ever is 
the time to tell our story as 
widely as possible, not so 
much for the present as for 
the future.” 
To supplement the adver- 
tising campaign and make 
its force fully effective, an 
organized selling plan was 
presented to the managers by 
Wendell F. Hanselman, as- 
sistant superintendent of 
agencies, in talk on “New 
Methods of Selling Life In- 
surance.” 
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Fall River Ass’n 
Wins Exhibit Award 


Description of Display Fea- 
turing Ins. Benefits; 
Sponsored by N.A.L.U. 








Roger B. Hull, managing 
director and general counsel 
of the National Association 
of Life Underwriters, an- 
nounces that he has awarded 
the special $10 prize for the 
best photograph showing the 
use of the National Associa- 
tion Life Insurance Exhibit 
by a local association, to the 
Life Underwriters Associa- 
tion of Fall River, Mass.; 
Charles McL. Hadley, presi- 
dent; Hector P. Belmont, 
secretary; Everett N. Slade. 
treasurer; Thomas A. Ca- 
hill, national executive com- 
mitteeman. 

The picture is a very com- 
prehensive display set up in 
the window of the Fall River 
Electric Light Company. The 
central feature of the win- 
dow display was the Life In- 
surance Exhibit captioned 
“A Boy Again at Age 65.” 
Underneath the exhibit was 
a large handlettered display 
card with the following de- 
scription: 

“THRIFTY AND PRACTI- 
CAL, he had gained a sat- 
isfied state of mind. With 
LIFE INSURANCE he 
had protected his family 
and guaranteed— 

“His children should receive 
a college education — His 
estate should receive ready 
eash for readjustment — 
That his wife should re- 
ceive clear title to their 
home — That his family 
should receive a monthly 
income — That his wife 
should receive a cash set- 
tlement for his business 
interests.” 

Ribbon streamers ran from 
this central display card to 
other parts of the window 
display, each separate fea- 
ture in the display acting as 
an illustration of a particu- 
lar function of life insur- 
ance. For example, a rib- 
bon ran from the phrase 
“Guaranteed that his chil- 
dren should receive a college 
education,” to a section of a 
bookshelf, shown in the ex- 
treme right center of the pic- 
ture, displaying text books 
and college catalogs. 

In the center of the picture 
there was a model home, il- 
lustrating the function of 
mortgage insurance, and 
there was a bag of gold, with 
gold running from its mouth. 
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The monthly income to the 
family was illustrated by an- 
other exhibit card, showing 
checks payable to Mary Doe 
and family. 

There was a business ledg- 
er in the left background, 
suggesting the settlement of 
the husband’s business prob- 
lems. 

There was a golf bag with 
clubs and balls. There was 
a fishing rod and tackle, a 
sport jacket, and illustrated 
travel booklets — all things 
which retirement income, 
suggested by another poster, 
would help him to enjoy. 

A framed copy of Presi- 
dent Hoover’s letter to Mr. 
Albert G. Borden, chairman 
of the Life Insurance Day 
Committee, was placed in the 
right-hand corner of the win- 








Advocates Job Insurance 


Advocating passage of leg- 
islation in each State pro- 
viding for unemployment in- 
surance, Dr. I. M. Rubinow 
of Philadelphia, Pa., interna- 
tionally known physician and 
welfare worker, spoke at the 
twenty-seventh annual meet- 
ing of the Jewish Federation 
of Indianapolis. 

Doctor Rubinow is a mem- 
ber of an Ohio State commis- 
sion making a study of un- 
employment insurance. 








titled “Thrift,” balanced the 
left corner. 
The whole display was dec- 
orated in the national colors. 
Honorable mention was 
made in the award to the Life 
Underwriters Association of 


dow, and a framed article en- | Sacramento, Cal. 


Mo. State Life Acquires 
Hotel Property 


The Parkview Hotel op 
Kingshighway Boulevard at 
West Pine Boulevard, §. 
Louis, was purchased by the 
Missouri State Life Insur- 
ance Company at a sale cop- 
ducted by Sheriff Strodtman 
on the steps of the Ciyij 
Courts Building on April 15, 
The sale was under a fore. 
closure on a $150,000 deed of 
trust held by the insurance 
company. The Buckingham 
Realty Company, owners of 
the property, failed to pay 
interest and principal as pro- 
vided under the deed of trust. 
The hotel property faces 
Forest Park and is but a 
block south of the important 
Lindell Boulevard intersect- 
ing with Kingshighway 





| Boulevard. 
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mins 
Men Are Interested 
More Than Ever Today 


in Safe Investments— 


This is the Life Insurance man’s heyday of success. Never be- 
fore was the public mind so favorably turned toward life insur- 
ance as a safe investment as well as a means of guaranteed pro- 
tection as it is today. 
Life insurance is universally recognized as a form of property 
that can be unfailingly depended upon in a time of great 


The Agent who is equipped to “See People” with the right kit 
of policy forms will find that “Contacts lead to Contracts.” 
The Missouri State Life multiple line of Life, Accident & 
Health, Group and Salary Savings, offers the “right kit.” 


Operating in 40 States, the District 
of Columbia and Territory of Hawaii. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Home Office, St. Louis 
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Farmer-Agent Sells 
Nearly Half Million 





Prudential Representative In 
North Georgia Recognizes 
No Handicap 





Carl C. Hearn, during the 
year 1931, took his job as 
special agent for the Pru- 
dential so seriously that he 
sold 135% separate cases for 
a total of $451,000. A good 
record in any man’s com- 
munity, you say! 

Then it must be an 
achievement for Hearn, for 
he calls a farmstead on the 
outskirts of Chickamauga, 
Ga., his home, and Chicka- 
mauga itself is only a village 
15 miles south of the Ten- 
nessee border in Walker 
County, in the extreme north- 
western corner of Georgia. 
He is attached to the staff of 
F. M. Akers & Son, ordinary 
managers in Atlanta. 

Upon arising each morn- 
ing, this successful agent 
first attends to the chores 


about his home and milks | 


two cows. Then he break- 
fasts and is an early arrival 
at his office. There he spends 
his time until 10 a. m. mak- 


ing up the day’s list of pros- | policyholder fairly 








pects, whereupon he starts | 


out on his quest. 

Each week Hearn travels 
an average of 500 miles, and 
he himself believes in eve- 
ning calls whenever it is pos- 
sible. 

“I get a great part of my 
business,” he said at the re- 
cent business conference held 
at the Prudential home office 
and to which he was a dele- 
gate by reason of his out- 
standing record, “at the 
prospect’s fireside with his 
family. 

“Once the wife under- 
stands the policy provisions 
and what it does the sale, in 
90 cases out of 100, is made.” 

Asked if he had any plan 
for the coming year, Hearn 
replied that he knew of none 
better than the one he had 
always followed—hard work. 














Blue Grass Underwriters 


FRANKForT, Ky., April 25. 
—E. H. Thompson, Lexing- 
ton, was elected president of 

Bluegrass Life Under- 
Writers Association, succeed- 
ing R. C. Ware, last week. D. 
H. Starnes was reelected 
viee-president; John W. 
Ford, secretary - treasurer, 
and C. M. Rankin, Pau! 
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Insurance Circuit Rider 





Carl C. Hearn 


An outstanding producer 
for the Prudential Insurance 
Company of America, al- 
though he lives on a farm 
vutside the little town of 
Chickamauga, Ga. 





Court Upholds Company In 
Misrepresentation Suit 


FRANKForRT, Ky., April 18. 
—Insurance agents endeav- 
oring to treat both the in- 
surance company and the 
should 
take extra precaution to im- 
press upon the applicant for 
insurance the necessity of 


making true statements in | 


the application concerning 
the health of the applicant. 
Misrepresentation as to the 


condition of the applicant’s | 


health voids the contract, de- 
clares the Court of Appeals 
of Kentucky in a case of the 
Prudential against Guy 
Hodge’s administratrix. In 
a decision of the court writ- 
ten by Appellate Judge Gus 
Thomas, it is pointed out that 
this is true even though the 
company does not require a 
medical examination. Hodge 
took a policy in the company, 


and died shortly thereafter in | 


Arizona of consumption. The 


company claimed that Hodge | 


knew when he made the ap- 
plication for the insurance 
that he either had or was 
threatened with pulmonary 
tuberculosis. The company 
declined to pay the policy and 
the administratrix sued. The 
result was that the court held 
that the policy could not be 
collected. 








Montgomery and H. T. 
Young, board of directors. 
The officers assume their 
duties May 1. 
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PROGRAMS 


tal 

‘ “Great Personalities 

; of American History” 

| 

A radio play or drama 
; of episodes in the life of 
4 ANDREW JACKSON, seventh 
4 President of the United States 


4 and a commanding personality 
in American history. Unedu- 
cated, rough and ready, familiar- 
ly known as “Old Hickory,” he 


His career 





was a loyal patriot. 
was full of dramatic incidents 
He was the 


from 





and adventures. 


ee eee oo oe eet eee eee 


first President to come 


frontier life and in that sense 


a real symbol of Democracy in 
the White House. 


The agents of all companies are in- 
vited to tune in on our programs 
every Tuesday evening on 
any of the following 
stations: 





9:30 P.M. Eastern Daylight Saving Time. . 


+ . Pittsburgh .(KDKA) 


8:30 P.M. Eastern Standard Time....... Baltimore. . (WBAL) 
= Rochester . (WHAM) \ 
Cleveland .( WGAR) 


“ ry “ ry 


“ “ “ “ “ 


8:30 P.M. Central Daylight Saving Time. Chicago. . .( WENR) ' 


7:30 P.M. Central Standard Time....... . Leuis...(KWK) 

* a Cedar Rapids. (KWCR) 
“Omaha-Council Bluffs. (KOIL) 
Kansas City( WREN) 


NEW YORK LIFE 
INSURANCE COMPANY 


51 Madison Avenue 
NEW YORK, N. Y. 


“ o 


ooo ooo eco ee ee cere rerrer. 
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FREDERICK H. ECKER 

President, Metropolitan Life 








“7 ONDITIONS with the Metro- 
politan are good,” declared 
President Frederick H. Ecker, 

in welcoming to the home office twelve 

hundred managers from every section 
of the United States and Canada. Con- 
ditions are good, one gathers, because 
the Metropolitan is engaged in a busi- 
ness which has no peer on the face of 
the earth insofar as soundness, strength 
and public confidence are concerned. 
Also because the company consistently 
writes 20 per cent or better of all life 
insurance written and still further be- 
cause in 1931 the company was able to 
show total insurance in force amount- 
ing to the stupendous sum of $19,447,- 
000,000. This represented » gain over 
1931 of $636,000,000. 


Leadership 
This year’s convention, held from 
Tuesday, April 26, until Thursday, 


April 28, was planned somewhat differ- 
ently from those of the past few years, 
with the various officers of the company 
alternating on the speaking program 
throughout the three-day meeting. The 
program, arranged under the direction 
of Vice-President Leroy A. Lincoln, 
earried through from beginning to end 
the theme of the convention—“Metro- 
politan Leadership, Today and To- 
morrow.” 

Only four speakers addressed the 
gathering on Tuesday. They. were the 
president, the vice-president, Henry W. 
George, second vice-president, and F. 
W. Ecker, treasurer. 

President Ecker gave his customary 
review of the accomplishments of the 
company during the past year, a year 
which showed a slight percentage gain 
over the preceding twelve-month, and 
asked the field force to keep that stand- 
ard, that of always bettering the past 
records whenever possible, ever before 
them. He pointed out, in this connec- 
tion, that the men on the firing line 
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Metropolitan 
Managers 
Meet At. 


Home Office 


Twelve Hundred Field Repre- 
sentatives Take Part In Annual 
Convention in New York 


[By a Staff Writer | 


have their work cut out for them in 
this respect during the current year, 
because the production for the first 
three months does not compare so fa- 
vorably with that of the corresponding 
period of 1931. It is possible, he said, 
that the fast pace set during the early 
part of last year has made the com- 
parative figures appear more startling 
that otherwise would have been the 
case, but the fact remains that the in- 
surance world will be expecting and 
looking for leadership from the leaders. 

Mr. Ecker touched on every phase of 
the business. The increase in surplus 
amounting to $25,000,000, increase in 
assets and the $385,000,000 reserve, 
were some of the comforting items he 
mentioned. The company, he said, has 
felt that it should continue its policy of 
giving the fullest assistance possible to 
agriculture and has continued to accept 
such offerings in farm mortgages as 





HENRY W. GEORGE 


Second Vice-President 



















LEROY A. LINCOLN 


Vice-President, Metropolitan Life 


meet with the requirements of the Met- 
ropolitan investment authorities, such 
loans being made, of course, on present 
valuations. 

In connection with the review of pro- 
duction records the president read the 
list of leading districts. The Metro- 
politan territory was No. 1; Atlantic 
Coast was No. 2; New England took 
third place and Middle West captured 
fourth rating. Manager Katz, of Pas- 
saic, N. J., was awarded a banner for 
all-round excellence. 

At the suggestion of Mr. Ecker the 
convention voted by acclamation to send 
a telegram of congratulation to the 
Prudential on its remarkable produe- 
tion record for the year 1931. 


Getting a Start 


In discussing the record of 1932, the 
president wondered whether or not it 
had been a wise move to change the con 
vention date from January to April 
He thought it might have caused some 
of the men to procrastinate a bit m 
getting started on their 1932 produc 
tion gait and he quoted from the ree 
ord to show how this practice of holé- 
ing back until the last moment is prev 
lent. For example, during the first 
quarter 15 per cent of the busines 
written was produced during the first 
seven weeks and 85 per cent during the 
last six weeks. Mr. Ecker inclines ® 
favor a more even and consistent stant 
ard of year-round results and not # 
much stress on drives and fast finishes 

Also, he warned that in spite of t 
added attention that is now necessary 
in conservation work, production mas 
goon. There will always be a certa® 
amount of business that must inevi 
be lost, and the answer to the proble® 
lies entirely in new business to take ™ 
place. 

Pay more attention to home office 
literature. It is all planned for a = 
pose and all is necessary to the eq 


Tue Sprecram® 
April 28, 195 
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ment of the manager, said Mr. Ecker. trend of business but remarked that he ica has weathered in the past century 
He followed this request with an- felt that the center of the storm has and recalled that always the country 
nouncement of a liberal concession in passed by. In this connection he re- went on to unprecedented periods of 
regard to weekly premium policies, re- called the six major depressions Amer- prosperity. 

ducing the minimum period of arrears 
required for the policy to be eligible for 
surrender for allowance to be applied 
as premiums on other weekly premium 
contracts. He further announced a 
change in the method of handling pol- 
icy loans, it now being unnecessary for 
the manager to forward the policy to 
tle home office on second and subse- 
qent loan transactions, provided the 
manager certifies that he has the policy 
in his possession and will hold it until 
notice from the home office. This move, 
in addition to its convenience, will be 


the means of saving $30,000 a year in . f p 

: Continuity of Purpose 
Vice-President Lincoln gave a résumé 

of the work of the publications depart- 

ment, mentioning especially the im- 








iemeents recently effected in the Keeping everlastingly headed for the 
Metropolitan Magazine and the Metro- : : 

politan Underwriter, the latter being same goal of high achievement may 
deseribed as a monthly text book. He 

warned against “bootleg literature,” sometimes cause weariness but it will lead 


cautioning the managers to concern 
themselves only with such material as 
bears the okay of the home office. The 
advertising activities are being con- 


a company or an underwriter to success 


tinued along programmed lines, and in the end. A changing course will al- 
Mr. Lincoln mentioned especially the . ; 
May feature in the Welfare Depart- most certainly lead to failure. 


ment, which is captioned “Be a Real 
Driver,” and which is planned to lessen 


the growing death and accident toll in Having fixed high ideals as its goal the 
astomobile traffic. Tie-up literature ‘ ; ‘ : 

for use locally is being supplied man- Midland Mutual Life has persisted in that 
agers in their various districts. aia 

Second Vice-President Henry W. Continuity of Purpose. That is why 
George gave a picture of the banking . 

situation as it has obtained during the Midland Mutual's *“Performances Ex- 


past two years, a picture of a distress- 
img nature in retrospect but currently , » 

optimistic. Failures jumped from ceed Its Promises. 

around 1300 in 1930 to over 2200 in 

1931, but thus far the 1932 record is 
mest encouraging by comparison. He ° . 
attributed this improvement largely to The Midland Mutual Life Insurance Co. 
the good effects of the recently organ- 
med Reconstruction Finance Corpora- 
tiem. There have been no bank cies COLUMBUS, OHIO 
im Canada, a fact which prompted the 
speaker to suggest that we might very 
seriously consider the adoption of their 
banking system. 

Frederick W. Ecker, treasurer, gave & 
Mere intimate account of the invest- 
ment practices and experience of the 
company, calling attention to the wide 
Giversification, geographically as well 
as im holdings, which makes for stable 
yield and minimum depreciation. 

He attempted no forecast as to the 











Feotnotes for Table of Transactions of 1931—Concluded from Page 11 


Aetna — Includes taxes advanced. * Includes $43,153,814 assets from accident and liability department. *Includes $1,167,094 
ot accident and liability department not admitted. ‘Includes $1,200,000 dividends to stockholders. Equitable, N .Y.— Includes 
— from accident and health department. * Includes $5,805,569 from accident and health department. Mutual Benefit.— Divide as 
Sia aoe ,Lontingency reserve funds and suspended mortality fund, $38,453,422, security fluctuation and real estate depreciation fund, 
$295 aoa. Mutual Life, N. Y.— Divide as follows: Amounts declared or held awaiting apportionment en deferred dividend policies, 


: und for depreciation of securities and general contingencies, $63,030,590. New York Life.-— Whole amount is security fluctua- 
Gen amd general contingency fund. * Includes $2,180,000 reserve for future expenses and paid-up annual dividend policies and $3,- 
404 reserve for policies issued in foreign countries. Travelers.— Includes gross assets of casualty department, $101.814,659. *In- 
a a3 $75,200,309 liabilities of casualty department. ‘Includes dividends to stock holders, $1,200,000. Metropolitan. Includes $340,- 
883 industrial premiums. * Includes sick benefits on assumed policies, $1,049; amounts returned to policyholders in consideration of 
payment of weekly premiums at home office or district offices, $5,721,415. Prudential. Includes $59.356,965 net contingency re- 
Sve according to Chapter 49 of the New Jersey Laws of 1927. $1,924,455 par value of the capital stock of the company has been 
and pursuant to the provisions of Chapter $9 of the Laws of New Jersey for the year 1913, and is now held by Vivian M. Lewis 
James Kerney, trustees for the policyholders of the company. ‘Includes $326,577,527 industrial premiums. 
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A Strong, Permanent, 


Conservative Old 
Line Company 


Has Valuable Territory Open in 


Michigan Tennessee 
Ohio North Carolina 
Maryland South Carolina 
West Virginia Georgia 
Virginia Mississippi 


Kentucky 


CONTRACT — Liberal Commissions, Bonus, Expense 


Allowance, and long term Renewals. 


A Money-Making Opportunity 


GEORGE WASHINGTON 
LIFE INSURANCE COMPANY 





W. L. MOODY, JR. W. L. MOODY, I) W. J. 8H 
President Vice President Gemetery, ™ 


SHEARN MOODY 


J. B. MILLS 
Vice President Asst. Vice President 


AMERICAN NATIONAL 
Insurance Compan 


GALVESTON.TEXAS 

















Insurance in force 


$542,054,101.00 


We have openings 
for live menin 


eg $47,681,787.50 

Kentucky 

Me toe Surplus 
innesota 

Missouri $7,278,118.59 


North Carolina 
South Carolina 


Tennessee Ordinary—Industrial 
Texas 

Virginia Liberal First Year and 
Washington Renewal Commissions 


West Virginia 





If Interested Address 











Home Office 


CHARLESTON, WEST VIRGINIA 





ORGANIZED VISUAL 
SELLING KIT 


The enormous advantages of Organized Presenta- | 
tions and of Visual Selling Material are no longer . 
questioned. 


The Visual Selling Kit used by field men of the 





| | American National Insurance Company 


GALVESTON, TEXAS 








Federal Reserve Life contains, among other material, 
complete organized visual sales presentations for: 
(1) Clean-Up Fund; (2) Family Income; (3) Educa- 
tional Provision; and (4) Retirement Income. 

The proper use of such material is explained 
thoroughly at the REGIONAL AGENCY MEETINGS, 
regularly scheduled at strategic points in Ohio, Mich- 
igan, Indiana and Illinois. 


THE FEDERAL RESERVE LIFE 
INSURANCE COMPANY 
Kansas City, Kansas 


Mr. Frank M. Hayes, Vice-President-Agency Director, 
Federal Reserve Life Insurance Co., Kansas City, Kan. 

Sir: I am interested in joining « progressive Agency 
Organization and will appreciate further information about 
your Organized Visual Selling Kit, Regional Agency Meet- 
ings and other modern Agency plans. 


Sincerely, 


Needed Right Now!! 











“There is most certainly a need for 
a book like yours right now. It is an 
exceptionally fine piece of work.”— 

John A. Stevenson, Penn Mutual Life. 








The Spectator Company 

243 West 39th St., New York, N. Y. 
Please send me FIFTY INTERVIEWS— FIFTY SALES with 
Quiz and Answers, postpaid. Enclosed find $2.50. 


ee ee — 
St. & No. Pete eet F EL _ 
Cay&State =— — 
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To Eliminate Conflict 


On Insurance Law 
Committee poem Depart- | 
ment and Allows Other | 

Bills to Stand Pend- 
ing Conference | 





OrraAwA, CANADA, April | 
16.—Possibility of compos- 
ing the differences between | 
the Dominion and the prov- | 
inces in the matter of legis- 
lative jurisdiction over the 
operations of insurance com- 
panies was seen today at the 
Senate’s banking and com- 
merce committee. 

Constructive suggestions 
enamating from Attorney 
General Price of Ontario and 
Premier Taschereau of Que- 
bee pointed to a basis of 
agreement, and with these in 
mind the committee deferred 
further discussion of its two 
contentious insurance bills 
until later. 

The suggestion of Colonel 
Price was that permissive 
legislation for central inspec- 
tion and report on the opera- 
tions of insurance companies 
be enacted by the Dominion; 
but that the provinces have 
jursdiction over the “coer- 
cive’” measures. The alter- 
native proposal by Mr. Tas- 
chereau was that the prin- 
ciple of central control be 
accepted, to be implemented 
by provincial legislation. 
His suggestion contemplated 
preservation of the “status 
quo” for one year, during 
which there would be no lit- 
igation between the Dominion 
and the provinces. In that 
period the whole situation 
would be reviewed and legis- 
lation drafted to meet the 
conditions. 

“The suggestion offers to 
my mind,” said Senator 
Meighen, government leader 
in the Senate, who was pilot- 
ing the bills, “the possibility 
of a solution,” “the sponsors 
of the bills should consider 


























The Best Beginning 


January and February, 1932, have given us 
more new business—both Life and Accident 
and Health—than any similar period in the 


Company’s history of thirty-one years. 


There must be a reason. 


MONARCH 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 

















their form before they go 
any further. The committee 
would prefer that rather 
than put through anything 
against the opposition of the 
two provinces.” 

The third bill concerning 
Canadian and British com- 
panies was introduced. 


Heads Bondholders’ Com- 
mittee 
E. D. Nims, chairman of 


the executive committee of 
the Missouri State Life In- 





surance Company, has been | 
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appointed chairman of a 
bondholders’ protective com- 
mittee for the holders of 
bonds issued or assumed by 


the St. Louis Joint Stock 
Land Bank. The committee 
was appointed to guard 


against default in the pay- 
ment of interest. It is re- 
ported that the outstanding 
amount of the bonds is about 
$18,000,000. Several promi- 
nent banks throughout the 
country have been named as 
depositories for the bonds 


under the protection plan. 


Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


| Territory unsurpassed and large enough for an unlimited production. 
Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with clean records and with 
ability to handle such an agency. Address 


EXCLUSIVE 


care of THE SPECTATOR 








Up-to-date policies. 
eral commissions. 
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General Agents Talk 
Over Mutual Problems 





Conn. Mutual Home Office 
Conducts Another Round 
Table Conference 





An agency building round 
table of Connecticut Mutual 
Life Insurance Company gen- 
eral agents, the second of a 
series to be held in various 
sections of the country, was 
held the week of April 18- 
23, at the company’s home 
office in Hartford. Meetings 
were held every morning and 
afternoon. Plans instituted 
at the first conference held in 
New York for the Metropoli- 
tan general agents last De- 
cember served as a_ back- 
ground for the discussion. 

Under the chairmanship of 
Vincent B. Coffin, superin- 
tendent of agencies, the en- 
tire agency building process 
was discussed. Informal dis- 
cussion prevailed with a full 
exchange of views by the 
general agents. The prob- 
lems experienced by one gen- 
eral agent were presented for 
discussion by the other gen- 
eral agents. With the injec- 
tion of various personalities 
into the discussion, a lively 
interest was maintained 
throughout the conference. 









$ 
™ SERVICE LIFE | _ Asn Waned 
Good opportunities in se- 
LINCOLN, NEBR. lected territory for hust- 
ree lers. 
Began business in 1923. Now in 15 States — 
B. R. BAYS, JOHN L. OESCHGER, 
President Sec’y-Treas. o 


Lib- 


Life Insurance 
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Graham C. Wells Plans 
Retirement April 30 


Provident Mutual General 
Agent a Nationally 
Known Figure 








































In a letter to Provident 
Mutual general agents, 
President M. Albert Linton 
announces the retirement of 


known general agents. The 
letter follows: 

“Graham C. Wells has ex- 
pressed the wish to be re- 
lieved of his responsibilities 
as a member of the firm of 
Wells and Connell, general 
agents in New York City 
and the company with much 
regret has accepted his 
resignation to take effect on 
April 30. 

“Mr. Wells’ loyal and val- 
uable service to the Provi- 
dent has extended over a 
period of thirty-two years. 
He was appointed general 
agent in Pittsburgh on Jan. 
2, 1900, and resigned on Jan. 
15, 1920, to accept the ap- 
pointment as general agent 
in New York City. Both in 
Pittsburgh and in New York 
City he won the admiration 
and affection of his agents. 
In both cities he was a dis- 
tinguished leader in the life 
insurance fraternity, serving 
twice as president of the 
Pittsburgh Association of 


Massachusetts 


Mutual Life 


a synonym for 
Quality and 


Excellence in 










Life Insurance 







Massachusetts 
Mutual Life 


Insurance Co. 
Springfield 


















one of the company’s best | 
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Our New Agency Plan 
offers unlimited opportunities 
to capable, energetic 
Young Men 


If you are interested in 
a permanent connection in 
Ohio or New York, it will pay 
you to investigate. 


FRANK F. EHLEN, 
Director of Agencies 


JOHN M. HULL, 
| President 


FFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 1872 





452 Delaware A 


Buffalo, N. Y. 











Life Underwriters. In 1923| and later in that year be- 
he was elected president of | came president of the Na- 
the New York Association, | tional Association. 





Mutual Life Managers 
Hold Three Day Meeting 


Seventy-Eight Representa- 
tives from U. S. and Canada 
at Atlantic City 








The Mutual Life Insur. 
ance Company of New York 
held a meeting of its agency 
managers in the United 
States and Canada in Atlan- 
tic City April 14, 15 and 16. 
The attendance was full, 
seventy-eight managers be 
ing present. Field problems 
and company methods in con- 
nection with new and old 
business were discussed. The 
managers spoke hopefully of 
prospects for the near fu- 
ture in life underwriting. 








“No member of the Provi- 
dent family has been more 
of a national figure, and de 
servedly so, for his high 
character and devotion to the 
best interests of his profes- 
sion won the warm friend- 
ship and esteem of all privi- 
ledged to know him. 

“The last twelve years of 
his career have been spent in 
New York City. He has not 
only been a distinguished fig- 
ure in the Underwriters’ As 
sociation, but his high char- 
acter and ability have won 
recognition in the financial 
and business world.” 





COMMONWEALTH 
CORDIAL 


CO-OPERATION, 





prosperous and contented future. 


IT 1S A WISE MOVE TO 
JOIN THE 
COMMONWEALTH LIFE 
INSURANCE COMPANY 





A Word to the 
Wise 
Is Sufficient! 


THE COMMONWEALTH LIFE INSURANCE COMPANY offers 
its agents whole hearted cooperation—the full resources and ex- 
perience of a progressive and well established Company—a secure, 


Commonweacra Lift Ins Co. 











ih 














a. ao oem oe ee ee lo 


9 eo@enenesensns & =O wwe eee he 








nt in 


har- 
won 
ncial 











Rf. Merrill Dies | 
at Home in Concord 





United Life and Accident | 
President Was Former | 
Ins. Commissioner 





The insurance world was) 
shocked last week-end to| 
learn of the sudden death of | 
Robert J. Merrill, president | 
of the United Life and Acci- 
dent Company, Concord, 
N. H., and a former insur-/ 
ance commissioner of his 
bome State. He died in his 
sleep last Friday night at| 
the age of 52. Cerebral! 
hemorrhage was the cause of 
death. 

Mr. Merrill was engaged | 
in the life insurance business 
for more than a quarter of a} 
century. He became insur-| 
amce commissioner of New | 
Hampshire in 1911 and 
served in this capacity until | 
1917. Following this work | 
be became affiliated with the | 
company he was destined | 
later to head and, as presi- 
dent of the United, Mr. Mer-| 
rill became one of the out- 
standing executives of the 
country. He was the leader 
of the recent successful fight 
against the movement to sell 
the company to outside in- 
terests, a service which 
gained much good will for the 
company in the home office 
city and State. 








juvenile policies 


“JUST LIKE 


DAD’ 9 
= as with adult 


policies, all Mutual Trust 
Jevenile policy contracts 
are participating. and div- 
igends are pavable at the 
end of the first year and 
thereafter. 

The same dividend op 
tions available under 
adult policies are offered 
Dividends may be used 
for the reduction of the 
Premium, left to accumu 
tate at interest, or to pur 
chase paid up participat- 
ing additions | 





If either of the latter 
accumulated dividends and 
Values may be used t 
shorten the premium pay 
img period or to haster | 
maturity as an endow | 
ment. 


MUTUAL TRUST 
Life Insurance Co. 
EDWIN A. OLSON, President 
Chicago, Illinois 
This is the third of a series | 
concerning Mutual Trust Life 


Company's Juvenile 
Policies. 











The Late R. J. Merrill 





Handy Guide for 1932 
(Concluded from page 13) 


A complete and convenient 
reference book, the Handy 
Guide is an example of skill- 


ful publishing as well. Clear- | 


ly printed on thin bible pa- 


per, it is bound in flexible| 


cover so that it will lie flat 
when opened. The price of 
the Handy Guide is $4 per 


copy, or $4.35 if thumb in- | 


dexed. 

Three supplements to the 
Handy Guide will be issued 
in 1932 at intervals of about 
three months to enable sub- 
scribers to obtain data as to 
such new poiicies as are is- 
sued during the year. 








Net Results in 1931 












An Increase in Insurance in 
Force equivalent to 20% of 
1931's paid production— 


An Increase in Assets of 87o— 
An Increase in Surplus of 11%— 


Interest earnings on invested 


assets—5.71%. 





THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 
NEW YORK CITY 





50 UNION SQUARE 


























features: 


age 60 


or: 








Founded 1850 


The Ideal Investment Policy 


Our “Seven Point Special’ policy contains the following 


(1) A death benefit before 


(3) At age 60, paid-up life insur- 
ance policy for $22 


“-—<—- 


9°00. 000. 


There are valuable options in the event of discontinuance, viz: Paid-up 
Endowment Insurance: or Extended Term Insurance plus Pure Endow- 
ment; or Paid-up Life Insurance plus Cash Balance. 


Many people with money are looking for an investment—the “Seven Point 
Special” provides an admirable solution. 


Write, telephone or call at our nearest office for details. 


| The Manhattan Life Insurance Company 


(2) An imeome at age 60 (guar- 
and anteed for 120 months). 

or: 

(4) Cash payment for $8,100 and 


paid-up life insurance for $10,- 


654 MADISON AVENUE 
NEW YORK, N. Y. 
THOMAS E. LOVEJOY, President. 




























































Peoria Life Agents Sell 
Them Young 


The Peoria Life agent enjoys a unique advantage 
in his company’s program of children’s insurance 
It enables him to add a large group of young 
policyholders to his clientele, and puts him in 
preferred position to serve their future insurance 
needs. 

A distinctive feature is that children of any age 
from birth are eligible. Another is the liberal 
schedule of protection, reaching the full face amount 
of the policy at age five. Peoria Life policies have 
been issued on children in amounts as large as 
$50,000. 

A flexible series of educational endowments pro- 
vide funds for high school and college expenses 
which may be paid in monthly installments over 
the educational period. Such policies are popular 
because they satisfy the longing of parents for a 
better start in life than they themselves enjoyed. 
The Peoria Life plan provides a convenient and 
certain means of meeting this desire. Maturity of 
the plan in spite of the death or disability of the 
parents may be guaranteed. 

Peoria Life agents appreciate the children’s in- 
surance feature at a time when they can afford to 
overlook no possibilities of adding to their produc- 
tion. It yields many favorable contacts, and opens 
the door to many other types of business. It is a 
part of Peoria Life service that produces prosperous 
and successful agents 


Peoria Life Insurance Company 


Peoria, Illinois 
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DEVOTED ¢o the 
ideals of family security and in- 
Se 


ADAPTED to and in 


harmony with modern agency 
and underwriting practices that 
protect the interests of the field- 
man and the policyholder. 












SECURITY LIFE 


INSURANCE COMPANY 
OF AMERICA 





Executive Offices: 


One Thirty Four North La Salle Street 
Chicago 


ESSESSESSESESSSSESSLE 





“Agents are extremely fortunate’’— 


Reap this statement made by the judges of the 1931 
Insurance Advertising Conference Exhibits, United 
States and Canada: 

“Southland Life’s contribution, "The Little Red Béok,” 

is an admirable piece of work. It incorporates not only 

direct mail help, but sales help in almost every phase— 

to which the advertising department has a connection. 


“The judges were impressed with its completeness and 
usefulness. It was their opinion that ‘agents are ex- 
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3 
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§ 

§ 

. 7 2 
tremely fortunate who have this kind of home office $ 
8 

8 

8 
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support.” 
“It is with the full measure of recognition that we give 
this entry an Honorary Citation.” 


If you are interested in an agency contract with a company 
giving every modern aid to agents, write CLARENCE E. 
Lrnz, First Vice President, or Cor. W. E. Tatsot, Agency 
Manager. 


Southland Life Insurance Company 
Harry L. Seay, Pres. Dallas, Texas 


SESSSSESSSESESSSESS 
inatbhabiinititiieiaeteeell 
CENTRAL STATES LIFE 
INSURANCE COMPANY 

OFFERS YOU 


Policies for all ages 1 to 70. 

Children’s Policies with Beneficiary Insurance. 
Both Participating and Non-Participating. 
Disability and Double Indemnity. 

Surgical and Dismemberment Benefits. 
Non-Medical. Standard and Non-Standard. 
Sales Planning—Circularization Department. 
Perseverance and Producer’s Clubs. 

Special Monthly Premium Plan. 
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NEW FAMILY INCOME PROTECTION POLICY 
Now, over $100,000,000 insurance in force 
Write direct to Home Office 


ST. LOUIS 





























THE PAN-AMERICAN 


Will Open 
NEW BRANCH OFFICES 


In Cities of 20,000 to 100,000 Population in the Following 
States During the Summer of 1932: 





ILLINOIS MINNESOTA SOUTH CAROLINA 
INDIANA MISSOURI TENNESSEE 
KANSAS OHIO TEXAS 

KENTUCKY OKLAHOMA WEST VIRGINIA 


An especially liberal contract is offered managers selected for 
these new offices. Complete information may be secured by 
writing 
TED M. SIMMONS 
Manager, United States Agencies 
CRAWFORD H. ELLIS E. G. SIMMONS 


President Viee-Pres. & Geni. Mer. 







April 28, 1932 
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New York Sales 
Congress at Buffalo 
(Concluded from page 13) 


pose of the Day,” after which 
George A. Kedrich, presi-| 


tion, will be introduced to the 
assemblage by Sidney Werti- 
mer, state chairman. 

Dr. John A. Stevenson, of | 
Philadelphia, vice - president, 
Penn Mutual Life, will be| 
the first speaker. He will | 
talk on a subject on which he 
is eminently qualified to 
handle: “Potentials versus 
Performances,” and his mes- 
sage will be a _ practical 
source of enlightenment to 
his listeners. Number two, 





Lloyd Patterson, general 
agent in New York City, for 
the Massachusetts Mutual 


Life, follows with a barrage 
of practical ideas on “The 
Young Man as a Prospect.” 
Mr. Patterson is an amaz- 
ingly clear speaker with a 
wealth of proven sales ideas 
acquired in his twelve years 
of success in the life insur- 
ance business. 

That beloved diplomat who 
has been the power behind 
the throne in the enactment 
of practically all of New 
York State’s beneficial life 
insurance laws, Julian S. 
Myrick of New York City,| 
will then discuss “Recent 
Legislation,” finishing his 
address by introducing speak- | 
er number four, Albert Hirst 
of New York, counselor at 
law for the New York State 
Life Underwriters’ Associa- | 
tion. His subject will be 
“Life Insurance—a Favorite 
of the Law.” 

Next on the program is a 
life insurance man whose 
name today is probably most 
prominent in life insurance 
circles, who has made inter- 
national repute as an out- 
standing speaker, who has 
written a book called “A For- 
tune to Share,” which has 
been accepted by business 
men in general to such a de- 
gree that it has become rated 
as a “best seller,” and who, 
in the face of these and many 
more distinctions takes the 
most pride in the fact that he 
is just a “common, ordinary 
msurance agent.” This man 
is Vash Young of New York 
City. 
Following luncheon at the 
Statler, the afternoon session 
will resume at 2 o’clock 
With John L. Wood, director 
of sales education and pro- 
motion for the National Cash 

ister Co., delivering one 
of his simultaneously inspira- 
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Steps in the Sale.” 

At 2.50 p. m. Clay W 
Hamlin, general agent for 
the Mutual Benefit, and for 


| tional and practical addresses | 
| built about the topic, “The 


the last several years one of | 
dent of the State Associa-| the five largest producers in | 
the United States, will take | 


charge of a most practical 
Sales Clinic. Mr. Hamlin will 
be assisted by six ten-minute 
speakers, each of interna- 
tional reputation in the busi- 
ness of life insurance. They 
are: Theodore Martin Riehle, 
of New York City, vice- 
president of the National As- 
sociation and retiring chair- 
man of the Million Dollar 
Round Table; Ernest B. 
Houghton of Rochester, who 
personally produced 690 ap- 
plications for a total of 
$786,000 worth of business 
in one month; Leon Gilbert 
Simon of New York City, 
business insurance specialist 
and million dollar producer 
for the last twelve consecu- 
tive years; William L. Boyce, 
general agent at Syracuse for 
the Equitable Life of U. S.., 
who has built his agency 
production from three million 
dollars to twenty million 
dollars in the last four years, 
thus acquiring for it the title 
of the “fastest growing 





agency in the world”; Clancy | 


D. Connell, New York City 
manager for the Provident 
Mutual Life and president of 
New York City Life Under- 
writers Association, and last, 
though far from least, dyna- 
mo number thirteen, Ralph 
G. Englesman, million dollar 
producer from New York 
City, who has endeared him- 
self to so many life under- 
writers as a teacher of the 
art of selling life insurance. 




















ANNUAL STATEMENT 


61 Years of Service 


to an ever-increasing number 
of satisfied policyholders, 
during which time every obli- 
gation has been fully and 
promptly met. 


SUN LIFE ASSURANCE COMPANY 
OF CANADA 


Montreal 


Head Office 











ASSETS 
First Mortgage Loans on Real Estate........ $ 4,682,283. 
Real Estate and Home Office Building ....... 665,614.47 
Pe BD cicc ce edaalekas tebenwecch ewes 1,676,919.51 
Liberty Loan and Other Bonds.............. 1 
Sa PD <cugeccbheauebintevnn 4edecmune 104,670.39 
Se OD 6 00-0 édbdantndddeineteeteseae 498,627 84 
Dees Da Be as ba dewtebcsacec $ 7,760,48242 
LIABILITIES 
eae. Gp. De nn cn ncn deb de 66k 600'sd% $ 6,502,324.47 
Be eee BS ik ers a ten eencesnses ie 278,909.52 
SURPLUS TO POLICYHOLDERS ... 979,248.43 
Wee RG os hb 0b Cake sekecvddvnd $ 7,760,482.42 


Gross Assets for Protection of Policyholders..$ 7,815,821.30 
Deposited with State Department ........... 7,206,724.53 


Surplus Protection to Policyholders ......... 979,248.43 
Insurance in Force January 1, 1932 
ff errr ee eee 52,437 ,018.00 


Gains made over 1930 in every item. 


Peoples Life Insurance Company 
“The Friendly Company” 


Frankfort, Indiana 
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Company, 





Fort Wayne. Indiana. 


Life Insurance 





























IT CAN BE DONE 


and—you can do it! 




































If you want success, and have the 
necessary grit and vision to go after it » 


HERE’S HOW 


Whether you have he, 


heard Louis Cran- 


on one his wa UNION CENTRAL LIFE 
on “The Romance 


of the Gili Led- INSURANCE COMPANY 
OF CINCINNATI 


———— 




















der” or not, you will 
want to read and 


own his new book pune 
a 


INDIRECT SELLING 
This fellow Crandall certainly has something on NATIONAL 
ro ball. _This is his fourth year of averaging thirty- ¥ ADVERTISING 
ve applications to each twenty-five calls, and his 
tenth year of getting from one to thirty-five appli- CAMPAIGN 
cations each week. 
in the 


HAS HE A SYSTEM? HE HAS! 
| It’s INDIRECT SELLING, low pressure, but SATURDAY EVENING POST 


high powered—and effective. AMERICAN MAGAZINE 


0 





Get a copy of this wonder book for yourself and a 
copy for each one of your associates. It explains and over the 
how to discover and use the radiant dynamic force 
| that is pushing many to success. Learn how to use 


this marvelous influence to help you get what you 
want, when you want it. 
€ 
“The world is a horse with a bridle and bit 
It will ride you, if you don’t ride it.” 





Learn how it feels to handle the reins and spurs 
yourself. Get a copy of INDIRECT SELLING, 
and don’t overlook the special offer on 6 copies for 
the price of five, in the coupon below. Fill out the 











coupon and return it today. “We know that in times like these, aggres- 

ae eee ee sive sales and advertising campaigns lead 
pena ee the way to better days and lay foundations 

a > aie 39th Street, New York upon which business grows to greater 

(C Please send........ ee of INDrrect Se.iine fer which heights. —President W. Howard Cox. 

please bill in accordance with prices in schedule set forth below. 

[JI wish to take advantage of your SPECIAL FREE COPY OF- 

FER. is remittance of $12.50 in advance, which entitles a 


me to five (5) regular copies and one specially autographed copy 


of InprREcCT SELLING for myself. 
Indicate your selection by a check or cross im boc. ESTABLISHED IN 1867 
OVER ONE AND ONE-HALF BILLIONS IN FORCE 








Single copy.. $2.50 
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pressive and practical ability in life 
insurance selling, and that he gets a 
big kick out of telling others how to 
use his methods, is of especial signifi- 
eance to life insurance people, for it is 
such men who contribute most to the 
ever speeding progress of the business. 

As proof of the fact that Mr. 
Crandall’s sales methods are not of the 
“one man” variety, one could quote vol- 
umes of testimony from agents who 
have increased their production by 
adopting his sales plan in widely varied 
territories. As one example the fol- 
lowing is offered—a personal letter 
from a Western agent who was dis- 
couraged to the point of despair until 
he tried out the Crandall method: 

“In you, Crandall, for the first time 
since connecting with the business, I 
have found a source of the very knowl- 
edge and sales training that I have 


L. M. Crandall, Salesman Extraordinary 


(Concluded from page 10) 











NDER recent date an agent 

in an eastern state wrote 
Mr. Crandall: “My business this 
year doubled last year by follow- 
ing your instructions, although | 
had intended giving up as | told 
you. Your address has changed 
everything for me.” 











been seeking. I can already see plainly 
from the little bit you have given me, 
the wonderful good fortune that has 
befallen me. I could have produced 
four or five times last year’s total busi- 
ness, if I had then the facts which you 
recently sent me. I hasten to acknowl- 


edge your letters and thank you for 






the wonderful inspiration that you 
have brought to me.” 

Such a tribute, from an agent in 
the field, is worth volumes of platform 
eulogy. 

Five short mottoes, printed on the 
back of a blotter bearing the signature 
of Louis M. Crandall, Norwich, Conn., 
outline, but by no means tell the com- 


plete story, of the Crandall selling 
philosophy. These thoughts are as fol- 
lows: 

“Success is yours, if you pay the 
price.” 

“A drudge today—a genius  to- 
morrow.” 


“In life’s bank you get out what you 
put in, with interest.” 

“Thought will make or break you.” 

“Life is a grindstone, and whether it 
grinds you down or polishes you up, 
depends upon you.” 








Conservation 
(Concluded from page 7) 


ger of lapsation, a time when vigorous 
attention is needed. We know that 
many policyholders wait until the final 
day of grace to make payment, but a 
tactful approach would not offend even 
the most sensitive. 

The matter of policy loans is a se- 
rious problem. We have found that 
there are those who can repay their 
lean on an installment basis. Our 
policyholders receive an invitation to 
make these repayments, and for this 
purpose we use a reply card with the 
twelve months of the year indicated, so 
the policyholder can show how much he 
wants to pay and when he wants to 
make the payments. The policy num- 
ber is inserted on the card before it is 
sent from the home office, making it 
unnecessary for the policyholders to 
sign his name. This does not give any 
information to any mischievous or med- 
dling person who may see the card. A 
deposit book is sent to the policyholder, 
to be forwarded to us with each remit- 
tance, the home office to make entry of 
the remittances, much along the same 
line as deposits are entered in a savings 
bank pass book. We have found this 
to be a successful part of the program. 

Life Insurance is filled with senti- 
ment and human interest. These points 
must be borne in mind in communica- 
tions sent to policyholders. Under al- 
most any condition, and especially now. 
it is necessary to make use of com- 
pelling messages which will command 
attention. 
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SOUTHEASTERN U. S. 


As a result of our expansion program, 


unusually attractive General Agency 
openings are available for the right 
men in most of the ten SOUTH- 
EASTERN states in which we now 


operate. 


Unexcelled policy contracts, 


most liberal first year and long time 
renewal commissions, allowance for or- 
ganization and office expenses. 


If you are looking for a real oppor- 
tunity, it will be to your advantage to 


communicate with us. 


c. O.. MILFORD, 
President 


GREENVILLE 








Southeastern “U. S.” Should Remind You of Us 
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SOUTHEASTERN LIFE 


INSURANCE COMPANY 


ORGANIZED 
1905 
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HERE has never been any envy in my | 

heart for those newspaper men who | 
conduct a Question and Answer column | 
in which the questions asked, or at 
least answered, are such as “Please | 
name a few plants particularly suitable 
for sunparlors?” “Who first said ‘Cot- 
ton is King?’” and “Does the top of 
the Washington Monument sway dur- | 
ing high winds and storms?” I should | 
hate to arise in the morning even more | 
than I do as it is if I thought I should | 
be forced during the day to find the | 
solution of a list of such requests as 
“Who was the last survivor of the 
Wars of the Roses?” 


VEN the great Miss Dorothy Dix 

may at times weary of the stack | 
of mail that greets her every day, 
though the fathers and mothers and | 
sisters and brothers who write her are | 
usually interested in far more impor- 
tant matters than “Who was the Lord 
Calvert after whom a number of things 
such as food products and hotels have 
been named?” 


- * « 


AYBE she does, but, it is more| 

likely she does not for, I think, | 
no one who was wearied or insincere 
could attack each problem presented to 
her with the enthusiasm and, to my way 
of thinking, with the cleverness and | 
brilliancy with which she dispatches | 
such requests as “Will you be kind 
enough to inform me why nearly all old 
maids are selfish?” or “Will you tell 
me what you think about the use of 
cosmetics?” 


ERHAPS the majority of the read- | 

ers of The Spectator are as able to | 
answer questions as are the editors of | 
their favorite insurance paper. Most | 
of the questions that reach us from 
readers are of a nature that demands 
they be turned over to the statistical 
department from which source, I feel 
certain, satisfactory answers always 
emerge. 


* aa * 


O my hope one day to write a column | 

filled with sage and sober advice | 
to readers who had written in for aid 
on difficult or delicate matters has 
never materialized. Some time I may 
print a few of the outstanding ques- 
tions asked by Messrs. Ellington, Shee- | 
han and Monaghan. What has pre- 
vented me to date from so doing is that 
I don’t know the answers. 


Fire Insurance 
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The Aetna (Fire) 


Insurance Company of Hartford an- 
nounces the transfer of the New 
York suburban and Long Island de- 
partment from the home office in that 
city to its Metropolitan branch at 89 
Maiden Lane, New York City. The 
transfer will become effective May 1. 

In making the announcement, 
which also affects the World Fire and 
Marine Insurance Company as well 
as the Underwriters’ Department of 
the Aetna, President Ralph B. Ives 
said that the action was taken with a 
view of bringing the company nearer 
its agencies to facilitate the placing 
of any business, both fire and casualty 
lines, controlled by the agents. He 
announced that the department will 
be under the jurisdiction of Vice- 
President Joseph W. Russell, who 
will have associated with him Arthur 
Horton, former State agent with 
headquarters in New York City, who 
will have supervision over the busi- 
ness which is now being transferred 
to the New York City department. 
Mr. Horton has been with the Aetna 
in New York since 1909. Herman J. 
Fenselau will continue special 
agent in his present territory. Two 
home office employees, Robert H. 
Browne and Rexford E. Perkins, 
each of whom have been with the 
company for more than twenty years, 
will remove permanently to New 
York with the department to carry 
on their work as examiners. 


as 


* * 4 


The General Insurance 


Council of the Brooklyn Chamber of 
Commerce has announced a definite 
program of work in which the pre- 
dominating issues are the reduction 
of fire losses in Brooklyn, the com- 
batting of the ambulance-chasing evil, 
opposition to all forms of State in- 
surance and a reduction of the high 
burglary loss ratio in that city. 
Leading brokers, agents and repre- 





MEN AND 
MAT TERS 


IN FIRE 






INSURANCE 


sentatives in the Borough of Brook- 
lyn make up the council and regular 
monthly meetings are held. Benja- 
min Blakey is chairman of the com- 
cil, having been appointed by William 
Kennedy, Jr., president of the Brook- 
lyn Chamber of Commerce. J. Whit- 
ney Richardson is vice-chairman 

A program of work, which was 
formulated after several meetings by 
a plan and scope committee, headed 
by Stanley J. Corsa, contains 14 items, 
all of which have been approved by 
the Chamber’s board of directors. 
The Council is also doing excellent 
work on matters of reducing fire 
waste, and in representing the insured 
of Brooklyn in recent conferences 
relative to provisions in the Board of 
Standards and Appeals, in the Fire 
Prevention Bureau and in other city 
departments. The Council is work- 
ing in close cooperation the 
Brooklyn Insurance Brokers’ Asso- 
ciation, the Brooklyn Fire Insurance 
Agents’ Association and the Browns- 
ville and East New York Insurance 
Brokers’ Association. The latter or- 
ganizations have offered their coop 
eration. The rules and regulations 
drawn up by the Council at the time 
of its origin provided that “The 
object of this Council, acting as a 
group of the Chamber of Commerce, 
shall be to act as an advisory board 
on such insurance matters as may be 
referred to it by the president of the 
Chamber of Commerce, and to com 
sult with, cooperate and advise mem- 
bers of the community may 
apply to the Chamber, or to the 
General Insurance Council for infor- 
mation regarding insurance, exclud- 
ing life, in the Brooklyn territory.” 


with 


who 


« * * 


C. o. Elis, 


local agent at Grayville, Ill., was tr 
cently presented with a 25 year silver 
medal in recognition of his long sef- 
vice for the Home Insurance Co. 
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MARINE—TRANSPORTAT!ION—ALLIED [LINES 


Economy Increases |\W. C. Daniels Heads 


Forest Fire Hazards 


Michigan Endeavoring to | 
Save a Million Dollars | 


This Year 


LANSING, MicH., April 26. | 


—Compulsory retrenchment 


by the conservation depart- | 


ment, due to greatly curtailed 
revenues, gives promise of 
aggravating the forest fire 
hazard in wooded sections of 
northern Michigan during 
the approaching summer sea- 
son. 

It was disclosed during the 
past week, at a meeting of 
the State conservation com- 
mission, that 
$1,000,000 must be saved by 
the department this year 
The budget of the depart- 
ment had already been pared 
some $730,000 but an ad- 
ditional reduction of over 
$300,000 was decided upon by 
the commissioners, they re- 
ported to the administrative 
board. One commissioner 
urged Gov. Wilber M. 
Brucker to broaden the scope 
of the current extra legisla- 
tive session to permit enact- 
ment of legislation for relief 
of the department but the 
executive indicated that the 
commission must balance its 
own budget without 
tive assistance. 

The economies decided upon 
include elimination of six 
fire observation towers and 
all telephone line construc 
tion in those areas, abandon 
ment of plans for purchase 
of trucks and other fire- 
fighting equipment, dropping 
of 28 fire wardens, and slash- 
ing of the mileage allowance 


legisla 


permitted those remaining, 
and reducing from 30 to 15 
cents an hour the rate of 


pay for impressed labor re- 
cruited to fight fires. The 


| 


| 


upward of | 


jand J. 


wage for citizen fire-fighters | 
is set at 30 cents in a statute | 


but the commission would 
apparently ignore this law. 
A reduced rate, it is be- 


Association of Fire 
Ins. Examiners 





“Blue” Ticket Wins in 
Chicago Contest 


CHicaGco, April 26.—With 
but one exception, the “Blue’ 
ticket was successful in the 
annual election contest of the 
Association of Fire Insur- 
ance Examiners. The ticket 
elected all but one director 
and the “Red” group was 
successful in this instance 
W. C. Daniels of the America 





Fore was elected president, 


he being the choice of both 
tickets for this office: R. J. 
Petrick of the Atlas, de- 
feated F. O. Hubbard of the 
America Fore for vice-presi- 
dent; W. G. Herb, North 
America, defeated W. Kruse, 
Springfield, for 
B. O’Connor 
National was successful over 
N. F. Lenz for treasurer. 

In the first ballot for di- 
rectors P. A. Magnuson of 
the North America, _ the 
“Red” ticket’s nominee, de- 
feated Walter Skow of the 
Fireman’s Fund, while H. 
Stiles of the Great American 
and H. M. Watt of Marsh 
and McLennan were 
On the second ballot 
Watt won by the 
margin of 21 to 19. 
was 
Downing, retiring president. 


Mr. 
closest 


A clock 








secretary ; | 
of the} 


tied. | 





presented to H. G.| 


the fire hazard as experience | 


during the depression years 
has proved many fires were 
set by persons 
create jobs for themselves in 
this way. Taken with the 
earlier economies, however. 
the changes now contem- 
plated would reduce the State 
fire-fighting organization to a 


hoping to| 


mere skeleton incapable, it is | 
feared, of coping adequately | 


with an emergency should 
one arise. The governor, how- 
ever, promised financial aid 
through the emergency pow- 
ers of the administrative 
board in event should a criti- 


lieved, would help to control | cal situation develop. 
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Van Schaick Warns Companies 


on Dividend Declarations 


N.Y. Commissioner Hints That Different Basis of 
Valuation May Be Advised and Adopted Should 
Convention Valuations Appear Not Justified 


George S. Van Schaick, State 

Superintendent of Insurance 
of New York, some time ago 
sent a confidential letter to 
fire and casualty insurance 
companies operating in New 
York State in which he cau- 
tioned them against declar- 
ing dividends on the conven- 
tion values authorized for 
use in the statements they 
presented. It will be recalled 
that at the mid-winter meet- 
ing of the National Conven- 
tion of Insurance Commis- 
sioners held last December in 
New York the Convention 
adopted a resolution which 
allowed companies to report 
the value of their securities 
as of the market quotations 
of June 30, 1931, which, it 
was stated, was approxi- 
mately the average of market 
quotations for a period of 
five quarters ended Septem- 
ber 31, 1931. In his letter 
Mr. Van Schaick indicated 
that there might be a revision 
of values if conditions war- 
ranted it. 

His letter, 
follows: 

“From time to time various 
inquiries have been made of 
this department which indi- 
cate the need of this com- 
munication. 

“The convention basis of 
valuation of securities is 
founded on the belief that 
under present abnormal con- 
ditions the stock exchange 
quotations of a particular 
day are not a true criterion 
of fair market value. It was 
determined that fair market 


in full, is as 


| value may be best ascertained 


by taking the range of the 
market over a period not too 
remote as indicative of what 
may be expected for a simi- 
lar subsequent period. 





“All companies should 
thoroughly understand that 
the action of this department 
in continuing the use of such 
average or convention valua- 
tions is dependent upon cur- 
rent levels. If at any time it 
appears that the convention 
valuation is not justified, a 
different basis of valuation 
must be devised and adopted. 
The uncertainty of such a 
situation creates a problem 
of serious import to practi- 
cally every company. It is 
incumbent on each company 
to forthwith take every pos- 
sible step to improve its con- 
dition. 

“On the question of divi- 
dends no responsible man- 
agement would declare divi- 
dends based upon surpluses 
after ascertained upon con- 
vention valuations where 
such uncertainty exists as to 
the future necessity of re- 
valuation. 

“The practical effect of the 
adoption of convention valua- 
tions by this department has 
been to give the companies a 
reasonable opportunity to 
face and solve their prob- 
lems themselves. From time 
to time these problems will be 
discussed by the department 


with the various manage- 
ments. 
“This communication is 


sent at this time so that all 
companies may appreciate 
the seriousness of the prob- 
lem which confronts them. 
It is the request of this de- 
partment that this communi- 
cation be read at the next 
ensuing meeting of the board 
of directors not later than 
thirty days after date hereof 
and that copy be sent to each 
absent director. This depart- 
(Concluded on page 29) 
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REINSURANCE 
FIRE and CASUALTY 


ROSSIA INSURANCE CoO. 
OF AMERICA 








THE FIRE REASSURANCE CoO. 
OF NEW YORK 





METROPOLITAN FIRE INSURANCE CO. 
OF NEW YORK 





THE FIRST REINSURANCE CO. 
OF HARTFORD 


115 BROAD ST., HARTFORD, CONN. 


The Road Ahead 


The success ahead of a life insurance salesman depends 
upon five definite things— 


1. Himself 

2. His field 

3. His policy contracts 
4. His contract 

5. His company 


All of these are equally important. 
success can be predetermined. 

To the man who possesses the right qualifications, we 
will supply the other requisites of the right field, the 
right policies, the right cuatract, with the right company. 


If all are good, 


For further information address 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


Julian Price, President 


Greensboro, North Carolina 














TODAY— 


more than ever before! 


Insureds, small as well as large, are carefully 
scrutinizing the financial setup, condition and 
practices of the companies whose policies they 
hold. 


This Company’s and its Affiliated Companies’ 
financial statement leaflets, (all securities 
valued as of December 3lst, 1931.) are at 
your service. 
Established 1809 
North British & Mercantile Ins. Co. 
Limited 


150 William Street New York City 


Writing FIRE and ALL Kindred Lines 
BEEBE EERE EERE ESE Se 


No Depression for This Man 








Home Office: 


He sells something that 
everybody needs—the protec- 
tion afforded by United Life 
policies which contain ALL 
IN ONE CONTRACT: 


LIFE INSURANCE WITH 
DOUBLE AND TRIPLE IN- 
DEMNITY FOR ACCIDEN- 
TAL DEATH. 


NON - CANCELLABLE, 
NON-PRORATABLE WEEK- 
LY ACCIDENT INDEMNITY. 


WAIVER OF PREMIUMS 
FOR TOTAL AND PERMA- 
NENT DISABILITY. 


In addition to attractive 
policy contracts in the form 
of ordinary life, limited pa 
ment life, endowments, mon 
ly income, educational endow- 
ments, and juvenile insurance 
he offers 


THE INCOME a alr | 
CONTRACT — THE NEVER 
FAILING SUBSTITUTE FOR 
THE SALARY CHECK. 

His advice to ambitious 


agents is this: Get in touch 
immediately with 


United Life and Accident Insurance 
Company 
United Life Building 


CONCORD, NEW HAMPSHIRE 





for progressive agents... 





Life 
Underwriting 
Efficiency 


by Wolter Claf 


Repeatedly described as 
the best beginners text 
available on life insur- 
ance salesmanship. Nu- 
merous subtle ways of at- 
tracting the prospect's 
attention and beguiling 
methods of approach are 
outlined, followed by 
many ingenious closing 
suggestions. Selling ade- 
quate coverage is stressed 
with definite examples to 
show how the salesman 
may lead the prospect to 
discover the extent of his 
own needs. 


Price $1.00 


12 copies, 
25 copies, 


The Spirit 
of Life 


Underwriting 


by Wolter Claf 


In this book, a sequel 
to Life Underwriting 
Efficiency, the author em- 
phasizes the importance 
of physical appearance 
and mental attitude. This 
book is not ng | highly 
inspirational to both the 
new and the experienced 
salesman but also offers 
many new and effective 
sales methods. One Gen- 
eral Agent says it is ‘the 
best sales book for both 
new and old men I have 
read in my 26 years in the 
business.”’ 


Price $1.00 


12 copies, $10; 
25 copies, $20. 








C. L. U. DEGREE QUESTIONS & ANSWERS 


Copies of complete set of questions and 
1931, C. L. U. 


answers to the June, 
Degree examination. 


Price $1.00 
12 copies, $10. 





ORDER TODAY FROM 
THE INSURANCE FIELD 


P. O. Box 617 





LOUISVILLE, - KENTUCKY 


— 
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Overinsurance Troubles 


Dallas Fire Marshal | 


DauLLas, TEX., April 25.—| 
Six hundred residences in| 
Dallas are  overinsured | 
against fire losses, and most | 
of these are vacant. 

That is the report of Fire | 
Marshal Thompson, who is 
leading the drive to eliminate 
the evil of “overinsurance” | 
in the city. 

The Dallas Insurance Ex- 
change is cooperating in ef- 
forts to wipe out “overinsur- 
ance.” This organization, in 
connection with the fire in- 
surance companies, is con- 
ducting a survey of the resi- 
dential property, especially 
the vacant property, with a 
view of seeing just how many | 
of them are “overinsured.” 











Nominations for Fire Under- 
writers of the Pacific 


SAN FRANCISCO, April 26. | 
—Nomination for officers of | 
the Board of Fire Underwrit- 
ers of the Pacific for the 
coming year are A. T. Bailey, 
North British, president; R. 
H. Griffith, Glens Falls, vice- 
president; H. F. Badger, sec- | 
retary; E. T. Cairns, Fire- | 
mans Fund; Edwin Parrish, 
Continental Group; Joy Licht- 
enstein, Hartford; H. R. 
Jackson, Atlas; Ray E. Ellis, | 
Rolph, Landis & _ Ellis; | 
George J. Cannon and J. A. 
Whalley, for members of ex- | 
ecutive committee, the last 
two non-resident members. 
In announcing the nomina- | 
tions the committee stated | 
that H. L. Simpson, associate 
manager for the Phoenix, of | 
Hartford, Conn., and Great | 
Amercan companies, who has | 
been vice-president of the 
board for the past year, and | 
who would normally have | 
been advanced to the presi- | 
dency, requested that his 
name be omitted from the 
slate owing to pressure of 
business and the necessity of 
continued absence from 
headquarters. 


Home Agents Receive 
Medals 


Mrs. Effie O’Neal of Moul- | 
ton, Iowa, and J. M. Patton 
of Berea, Ohio, were recently 
awarded silver medals by the | 
Home Insurance Company of | 
New York in recognition of 
their having represented the | 
company for twenty-five 
years. 
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The fire marshal and the 
local association are making 
the drive as a result of a di- 


rect request on the part of | 


State Fire Commissioner 
Raymond Mauk, who is ask- 
ing all other cities in the 
State to make a similar sur- 
vey. The commissioner re- 
cently declared the “overin- 
surance” in vacant dwellings 
in Texas is apparent and that 
this class of property is 
burning at an alarming rate. 
He declared vacant dwelling 


fires are costing the people | 


of Texas thousands of dol- 
lars annually in increased 
premiums and he wanted the 
practice of overinsuring 
them discontinued at once. 





Van Schaick 
Warns Companies 
(Concluded from page 27) 


ment should be notified in 
writing when this has been 
done.” 

A number of the companies 
have set up special reserves 
amounting to the difference 
between the convention values 
of securities as of June 30 
and the actual market quota- 
tions on the same securities 
as of December 31, 1931, in 
this fashion offsetting the 
depreciation. 


The Standard Insurance Co. 
of New York 


The figures given for the 
Standard Fire Insurance 
Company, of New York, in 
the Fire Insurance Policy- 
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holders Pocket Index, 1932, 
show total assets of $3,601,- 
273. Through an error a 
notation was not there made 
stating that the value of the 
securities in these assets 
were those as shown by the 
actual market value of Dec. 
31, 1931, and not the valua- 
tions allowed by the National 
Convention of Insurance 
Commissioners which would 
have been the market value 
of the securities as of June 
31, 1931. 


Executives Association 


Secures Quarters 

Executive and business of- 
fices for the Insurance Exec- 
utives Association, of which 
Paul L. Haid recently ac- 
cepted the presidency, it is 
announced have been leased 
at No. 116 John Street, New 
York City. 


Ins. 
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Insurance 4: 


Paris. France 


“WELL SEASONED” 


So easily expressed, but there are many business cycles 
through which a company must pass to earn the title. 


This Company is almost a century old—well seasoned. 


Fire Reinsurance only. 





FESTER, FOTHERG 


ILL. HARTUNG 


United States Manag 
110 William St. New York City 
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AGENTS & BROKERS INSPECTIONS 











Now Ready 


MR. AGENT! 
MR. BROKER! 
MR. FIELD MAN! 













Leon Irwin & Co. 


NEW ORLEANS, LA. 
Insurance Since 1895 


Brokerage Lines Solicited 


J. H. O'ROURKE, Jr. 
UNDER COVER AND STRAIGHT 
CLAIM INVESTIGATIONS 












PHONES: 
LOMBARD 1674 GERMANTOWN 5103 
DREXEL BLDG. PHILADELPHIA, PA. 










ACTUARIES 





ACTUARIES 


Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
















Here is a brand new pocket-size 
handbook on 
CASUALTY INSURANCE 























GEORGE B. BUCK 
ACTUARY 








Consulting Actuaries Specializing in Employees’ 
Audits Caleulations Censultants Benefit and Pension Funds 
pmneangpenenas vneeaee 180 NASSAU ST. NEW YORK Adventures of 





25 CHURCH STREET NEW YORK 








Robt. Ross 


—Insurance Solicitor 























MILES M. DAWSON & SON JNO. A. COPELAND 






CONSULTING Consulting Actuary 
ACTUARIES : 
500—Sth Ave.—at 42nd Street Suite 1027, Candler Bidg. BY 






ATLANTA, GEORGIA Richard H. Longmaid 


NEW YORK 














Part I of this book takes the 
reader on a series of adventures 
with Robt. Ross on his many ex- 
ploitts among brokers and 
agents. He learns how to pro- 
duce and handle the various 
lines of Casualty Insurance. 


WOODWARD, FONDILLER and RYAN 
Consultants 


Actuarial, Accounting and 
Management Problems 


90 John St. New York 


ERSTON L. MARSHALL 


Consulting Actuary 


301 Iowa Building 
DES MOINES, IOWA 























































T. J. MCCOMB 


Consulting Actuary 
Colcord Bldg. 
Oklahoma City, Okla. 


DONALD F. CAMPBELL 


Consulting Actuary 


160 Ne. LA SALLE ST. 
Telephone State 7298 
CHICAGO 




















Part II embraces complete 
treatises on all the leading lines 
of insurance falling under the 
classification of casualty lines, 
including historical sketches, 
rate making and rating prin- 
ciples, policy analyses, under- 



























JAMES H. WASHBURN, F.A.I1.A. 
Censulting Actuary 


FRANK M. SPEAKMAN 


LIFK INSURANCE—Ordinary, Intermedi- Consulting Actuary 


ate, Group, Industrial and Special Classes 








writing fundamentals, etc., ap- 
g 







WORKMEN'S COMPENSATION Associates 
Expert Advice on Domestic, Tropical and Fred FE. Swartz, C. P. A. licable to the foregoing lines. 
Semi-Trepieal Business E. P. Higgins P 8 S 





2004 WEST END AVE., 
NASHVILLE, TENN. 












THE BOURSE PHILADELPHIA 





A complete comprehensive 
index helps to make this the 
most unique, up-to-date and 
helpful pocket-sized book on 
casualty insurance available. 



















J. Charles Seitz, F. A. I. A. 
Consulting Actuary 

Author “A System and Accounting for « Life 
Insurance Company’ 





ALEXANDER C. GOOD 


Consulting Actuary 
615 Central Trust Bidg., 
Jefferson City, Mo. 
and 800 Security Bidg., Kansas City, Mo. 












Attention to 
Legal Reserve, Fraternal and Assessment 
Bus!ness—Pensions. 


228 Nerth La Salle Street, Chicage, Ill. 
Phone Franklin 6559 











Write for descriptive circular. 












Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 
Omaha Kansas City 


The Spectator Company 


Division of 
United Business Publishers, Inc. 


243 West 39th Street 
NEW YORK, N. Y. 





L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 

128 North Wells Street 
CHICAGO 
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Vice-President of 
Homestead Fire 





C. M. Martindale Assumes 
Charge at Home 
Office 





The election of Charles M. 
Martindale as a director and 
vice-president and secretary 
of the Homestead Fire Insur- 
ance Company, a member of 
the Home Fleet, has been an- 
nounced. Mr. Martindale 
will assume complete charge 
of the home office, which is 
located in Baltimore, Md. 
Mr. Martindale was born and 
educated in Baltimore and 
spent four years at Baltimore 
City College. He started in 
the insurance business in 
1906 and came with the Home 
in 1916 as associate manager 
of the automobile depart- 
ment. He was later made 
manager of that department 
and in 1923 was appointed 
secretary. In 1930 he was! 
elected vice-president of the 
Home Indemnity Company 





and did extensive field work 
in establishing that company. | 
In addition to his duties as 
manager of the home office of 
the Homestead he will serve 
as contact man for the ex- 
tensive interests of the other 
companies of the Home Fleet 
in that territory. Richard | 
Williams, formerly resident 
vice-president, has resigned. 
In his new duties Mr. Mar- 
tindale will be assisted by 
Robert Schwegler, formerly 
chief examiner for Texas in 
the Southern department of 
the New York office. Mr. 
Schwegler has been with the 
Home since 1911 and was one 
of the winners of the Euro- | 
pean trip awarded last year. | 
| 








In Bowling Circles 


Cuicaco, April 26.—John 
Lawlar of Childs and Wood | 
was reelected president of | 
the Insurance Bowling} 
League at its annual meet- | 
ing last week. Joseph Gauer | 
of the Associated Indemnity | 
was reelected vice-president; | 


Ben Daugall of the Royal, re- | 


elected treasurer, and James | 
Watterson, Associated In- 
demnity, was elected secre- 
tary to succeed Henry Tar 
now of Childs and Wood 
The Chicago Journal of Com- 
merce Trophy was presented | 
to the Childs and Wood team 
by John C. Leissler insur- 
ance editor of that publica- 
tion. 
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New Jersey News and Comment 








As a result of the valuable 
instruction and training 
course inaugurated by and 
carried on by Ex-Chief 
Frank A. Murray, Teaneck, 
is to have a full time paid 
fire department. This deci- 
sion was reached by the gov- 
erning body in pursuance of 
Mr. Murray’s recommenda- 
tions relating to various im- 
provements necessary for the 
better protection of the 
township. 

* - * 

Insurance for women in 
the home is now available 
through twenty or more ac- 
cident insurance companies, 
pursuant to the efforts of 





Division of Family Finance 
of the General Federation of 
Women’s Clubs, according to 
an announcement by the Bu- 
reau of Personal Accident 
and Health Underwriters. 
Under the new policy there 
is now obtainable an ade- 
quate type of insurance 
which very closely meets the 
needs of the woman in the 
home or those homemakers 
who desire protection against 
loss as a result of accidental 
injuries. 
” * * 

The latitude allowed bonds- 
men by New Jersey statute 
is a strange and wonderfal 
thing and ought to have been 
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A man 
with $1,000 capital is per- 
mitted to write $21,000 worth 
of bail—the value of his capi- 
tal in each of the 21 coun- 
ties of the State—and what 
ought to be prejudicial and 


corrected long ago. 


harmful to the State’s in- 
terests. To this legal infla- 
tion of capital some bail 
bondsmen frequently add fur- 
ther and illegal inflation. 
Clerks cannot always detect 
the error unless there occurs 
an unexpected forfeiture and 
speedy foreclosure by the 
State. Judge Lebson has 
started a searching investi- 
gation at the Hackensack 
Court House and it is hoped 
that the court’s inquiry will 
result in unearthing some 
facts relating to this fraudu- 
lent bail bond business. 

















INS. CO. OF AMERICA 


LIABILITIES 








UEEN 








Organized 1891 Capital $5,000,000 
FINANCIAL STATEMENT 
December 31, 1931 
ASSETS 
For the purpose of meeting its “Liabilities” 
the “Queen” has the following resources: 
First Mortgages on Real Estate $ 157,250.00 
Government, State, Municipal, and County Bonds 6,511,824.00 
Railroad and other Bonds and Stocks 12,434,759.00 
Cash in Banks and Offices 2,020,185.19 
All other Assets 1,304,198.41 
Total Assets $22,428,216.60 


RESERVE—for unearned premiums, representing the premiums 
for the unexpired term of policies in force on December 


31, 1931 ‘ $ 8,900,707.85 
RESERVE—For losses: Substantially all current losses not yet 
due and in process of adjustment 1,096,005.86 
RESERVE—for Federal, State and other taxes in respect of 
1931 business 303,584.88 
RESERVE—for all other items of incurred liability 133,832.39 
*RESERVE—for depreciation in securities 3,461,900.75 
CAPITAL STOCK 5,000,000.00 
Total Liabilities $18,896,031.73 
The difference between the Assets and Liabilities leaves a NET 
SURPLUS of 3,532,184.87 
| $22,428,216.60 
*“NOTF—This Reserve represents the difference between 
the values of securities as defined by the National Con- 
vention of Insurance Commissioners as of June 30, 1931, 
and the Actual Market Values as of December 31, 1931. 
Surplus to Policyholders $ 8,532,184.87 | 
(Market Values as of December 31, 1931) 
Surplus to Policyholders $11,994,085.62 
(Insurance Commissioners’ Convention Values) 
EXECUTIVE OFFICES 
150 WILLIAM STREET NEW YORK 
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ONSIEUR Urbain Ledoux, whom 
you know so much better as Mr. 
Zero, commander-in-chief of the United 
States Association of Hoboes, has 2e- 
livered an ultimatum. Unless times 
change before summer, he ultimates, 
members of his organization will ap- 
pear on New York City’s streets clad 
in no more than the well known shorts. 
“They gotta,” he says, “they aint got no 
pants—or wont have by summer.” 
Shorts, he avers, are cheaper, more 
comfortable, and a more visible means 
of protest than mere pants. Down with 
pants! Sell ’em short(s). 
7 7 7 
LREADY I am in favor of Mr. 
Zero’s plan. Summer styles for 
men, except those fortunate idlers who 
can lie around in bathing suits with 
that pompous legend LIFE GUARD 
graven on their chests, have always ap- 
peared to me as rather ridiculous. We 
stagger about in blistering hot weather 
laden down with about eight pounds of 
clothing when eight ounces would keep 
even John S. Sumner pacified. 
* + > 
ENTION has been made, too, al- 
though not very loudly, of intro- 
ducing new color schemes for men’s 
suits. Pastel shades are advocated 
such as yellow, blue, pink, green, and 
mixed rainbow, but how far this idea 
will get I cannot say. 
if I walked into the office in a mixed 
rainbow design my boss would say, 
“Pretty tough night, eh. Go home and 


I imagine that | 





sober up.” Or maybe he would. But 
the idea is not as wild as it sounds. 
Look at some of your friends’ choices 
in pajamas if you seek color. 
* * . 
AYBE the depression is to bring 
about a revolution in men’s wear 
after all. Tremendous drops in prices 
haven’t meant much in the way of 
sales, and perhaps, what men really 
want is something new and different. 
A “revive the toga” movement might 
have possibilities, or perhaps doublet 
and hose would set a vogue. 
* * a 
ET, in spite of Mr. Zero and the 
men’s fashion advertisements I 
have little hope that we shall be lib- 
erated from our staid old worsteds, 
linens and alpacas. I have absolutely 
no hope of ever reading that, at a 
party the Prince of Wales arrived 
“dressed formally in pink striped 
shorts and a purple dotted jersey. He 
wore a gardenia over his right ear. 
His companion, Lady Dubecareful, 
wore the customary two yards of grape 





tulle.” 
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IN CASUALTY INSURANCE 


R. Leighton Foster, 


superintendent of insurance in On- 
tario has issued a memorandum to all 
companies writing automobile risks in 
his province concerning the new On- 
tario automobile acts. The new act 
requires the formal approval of the 
Superintendent on all automobile poli- 
cies underwritten in Ontario. Mr. 
Foster has appointed two committees 
of associated and unassociated com- 
panies to draw up a standard policy 
to fit the requirements of the new act, 
and has named among the associated 
companies the Sun Insurance Office, 
the Western Assurance Company, the 
Ocean Accident and Guarantee, and 
the Norwich Union Insurance So- 
ciety. The committee of unassociated 
companies consists of the American 
Automobile Insurance Co., the To- 
ronto General Insurance Co., the Pilot 
Insurance Co., the Portage La Prairie 
Mutual Insurance Co. 


* * a 


Preminen men 
in the accident and health field have 
been secured as speakers for the thir- 
ty-first annual convention of the 
Health and Accident Underwriters’ 
Conference which is to be held in the 
Edgewater Beach Hotel, Chicago, on 
June 7, 8,9. Among those who have 
promised to participate in the program 
are: Walter E. Webb, executive vice- 
president, National Life Insurance 
Co. of U. S. A., Henry Swift Ives, 
of the Association of Casualty and 
Surety Executives; D. C. MacEwen, 
who is president of the Conference 
and vice-president of the Pacific Mu- 
tual Life. Harlan S. Don Carlos, as- 
sociate chief adjuster of the Travelers 
and president of the International 
Claim Association will lead off on the 
second day, and E. C. Bowen of the 
Aetna Life, will speak. Dr. Leonard 
Keeler of the Scientific Crime Detec- 
tion Laboratory of Northwestern 
University will no doubt be the prin- 








cipal speaker at the closing day’s ses- 
sions with his demonstration of the 
lie detector. Active members of the 
association will be responsible for the 
well known discussion sessions of the 
conference. 


May 20 


will be the date for the spring meet- 
ing of the Casualty Actuarial So- 
ciety instead of May 13, as was pre- 
viously amnounced, according to 
Richard Fondiller, secretary-treasurer 
of the society. 

The session will be held in the new 
auditorium of the Aetna Life Insur- 
ance Company. The subjects of the 
papers to be read have not yet been 
made known. 


* 


Roto E. Fay, 


until the first of this year Pacific 
Coast manager of the Century In- 
demnity and one of the most popular 
casualty men on the Pacific Coast, 
has been appointed deputy insurance 
commissioner by Commissioner E. 
Forrest Mitchell to close out the af- 
fairs of the Southern Surety in Cali- 
fornia. Many years ago Mr. Fay 
was San Francisco manager for the 
old Southern Surety. 


* x 


a W. Fellows, 


president of the Associated Indemnity 
and the Associated Fire & Marine, is 
making an agency tour through the 
Pacific Northwest. While in Port- 
land Mr. Fellows visited the com- 
panies’ new branch office, which is de- 
clared by the fraternity to be one of 
the best equipped and handsomest 
business offices in the Coast territory. 
This office has been operating just 
two months and Mr. Fellows has beet 
anxious to see it ever since he te 
ceived so many compliments from 
friends of the company. 
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Continental to 


Change Valuations 


To Abandon Convention 
Standard By Capital 
Adjustment 


Chicago, April 25.—The 
Continental Casualty Com- 


pany of Chicago, long noted 
for its conservatism, created 
quite a stir last week when 
it voluntarily decided to 
abandon the convention aver- 


age valuations for its securi- | 
| 


ties in favor of actual cur- 
rent valuations. 

In order to achieve this the 
directors unanimously have 
proposed to the stockholders 
that they approve the reduc- 
tion of the capital from 
$3.500.000 to $1,750,000 and 
transfer the other $1,750,000 
to surplus. This would be 


done by the reduction in the 
par value of the stock from 
$10 to $5 a share. 

However is was made clear 


by the management that the 
released are not 
needed for current operations 
and will be used exclusively 
as a reserve to reflect the dif- 
between conven- 
and the current valua- 


_— ; thes 
Tunas nus 


the 


ference 





The proposition is to be 
submitted to the stockholders 
May 4 

It is 
that 
Panies 


the C 


believed in Chicago 
other casualty com- 
will follow the lead of 
ntinental and soon 
take steps to have their state- 
ments reflect their true con- 
dition. The executive com- 
mittee of the Continental 
Was motivated in its initia- 
tion of this plan by the con- 
fusion that was caused by 
the conflicting demands made 
by the National Convention 
of Insurance Commissioners 
and by the Connecticut insur- 
ance department. It decided 
that the best way out of the 
dilemma was to discard these 
€xpedients entirely. 

Herman A. Behrens, presi- 

(Concluded on page 35) 
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|W. E. ROESCH FORMING 


| Surety Company of America 
Plans to Specialize in 
Court Bonds 


Charter has been granted 
for the Surety Company of 
America which is now being 
organizei in New Jersey and 
which, as now projected, will 
have a capital of $250,000 
and a surplus of $150,000. 

The company is being 
formed by W. Eugene 
Roesch, president of M. & S 
Agency, Inc., and his asso- 
| ciates at Newark and will 
| confine itself to surety lines, 
specializing in the develop- 
ment of court bond business. 
It is not anticipated that 
active operations wil] begin 
before Jan. 1, 1933. 

The new company will oc- 
cupy a unique position at the 
outset, in that it will begin 
with a complete field plant 
already developing over 
$300,000 a year in business 
which has been built up by 
M. & S. Agency. 

The agency now 
underwriting manager 
certain classes of court bonds 
throughout the United State: 
on behalf of one of the 
larger indemnity companies 
and has sixty-eight points of 
representation throughout 
the country. During 1391 no 
company suffered any loss on 


| 


acts as 


for 


NEW SURETY CO.IN N. J. 





W. Eugene Roesch 


business 
agency. 

Mr. Roesch is said to be 
the only man in the insur- 
ance world with a trilateral 
experience. He has _ been 
casualty and surety editor of 


THE SPECTATOR, he has 
been secretary of an insur- 
ance company and he has 


been both a local and general 
Following his college 
education Mr. Roesch served 
it Royal Flying Corps 
during the World War. He 
then became transportation 
engineer with the New York 
Edison Company and subse- 
uently was vice-president of 
DuRhame Corporation, Im- 

rters. His insurance career 

wea. 


ne + 
agent. 


the 








].A. Swett Named Auto Supt. 
by Bankers Indemnity 


President H. P. Jackson 
the Bankers Indemnity In- 
surance Company announces 
the appointment of Joseph 
A. Swett as superintendent 
of the automobile underwrit- 
ing department. 

Mr. Swett is a native of 
Eastport, Me., where he was 
educated in the public schools 
and later at Northeastern 
University in Boston. He 
was employed as an under- 


writer by the Globe Indem- 
nity Company from 1915 to 
1923, except for the period 
of his war service, when he 
commissioned an infan- 
try lieutenant at Plattsburg 
and served overseas in the 
305th Infantry of the 77th 
Division, being severely 
wounded at the Vesle River. 
Since 1923 he has been em- 
ployed by the Commercial 
Casualty Company in charge 
of the liability department 
and enjoys the reputation of 
being a sound underwriter. 


was 








‘Rates Up in N. J. 


on Compensation 


| Average Increase Totals 


} about 6 per cent. 


| 67 


Six Per Cent; Loss Ratio 
May Fall to 60 


Increases on 614 classifica- 
tions of workmen’s compen- 
sation insurance in New Jer- 
sey will take place on re- 
newal business June 30, the 
New Jersey Compensation 
and Inspection Rating Bu- 
reau announced this week. 

The increases will average 
The Bu- 
reau reaffirmed the rate on 
other classifications and 
entered decreases on none. 


| The increases have been ap- 


received from the/! 


proved by the Banking and 
Insurance Commissioner. 
Together with the new 
rates Chairman A. R. Law- 
rence of the Bureau also 
issued the key rates for the 
chemical rating plan and the 


per capita rated classes. The 
experience rating plan con- 
taining rating values ap- 
propriate to the new rate 
level has also been released. 

Mr. Lawrence comments 
that the grand total loss 


ratio for New Jersey busi- 
ness for all companies in 
1931 was 67.7 per cent, a de- 
crease of 1% per cent under 
1930 figures. It is also 
thought that when additional 
premiums are collected from 
the increases promulgated 
last year the loss ratio will 
drop to 60 per cent. 

In arriving at the current 
total increase, the Bureau 
employed the following pro- 
cedure: 

“(a) Loss ratios were es- 
tablished upon the experience 
of all carriers and exclusive- 
ly upon New Jersey business. 

“(b) The five latest com- 


plete calendar years were 
employed, viz., 1927, 1928, 
1929, 1930 and 1931. 

“(c) The actual incurred 
loss ratios were adjusted 
both as to premium and 


losses to reflect present pre- 
mium rate level. 
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S.S. LEVY URGES AUTO POLICY CHANGES 


Executive of Insurance 


Securities Group Asks 
for More Guest Laws 


Elimination of the omnibus 
clause and the wider estab- 
lishment of guest liability 
restriction laws is advocated 
by S. Sanford Levy, vice- 
president of the Insurance 
Securities group, in an ar- 
ticle released for general 
publication this week. 

“It is my opinion,” Mr. 
Levy writes, “that increased 
rates, more careful under- 
writing, better claim adjust- 
ments and even lower judg- 
ments, although all a con- 
summation devoutly to be 
wished, will not have the de- 
sired effect upon the experi- 
ence of companies as long as 
the so-called standard form 
of coverage remains as it is 
today.” 


Frills from Competition 


Competition in the automo- 
bile insurance field has 
brought about many innova- 
tions and frills in the policy 








Travelers Appoints Casualty 
Branch Managers 


Dean M. Parker, Denver, 
Colo., has been appointed 
manager, casualty lines, in 
the Dayton, Ohio, office of 
the Travelers Insurance Com- 
pany, to succeed the late 
Harold A. Probst. Mr. Par- 
ker has been connected with 
the Travelers more than ten 
years. 

His first service with the 
company was as special agent 
in Minneapolis, Minn., and 
after serving in branch of- 
fices at Los Angeles and San 
Francisco, he became assist- 
ant manager in Oakland, 
Calif., in 1925, going from 
that city to Denver as man- 
ager, casualty lines. 

George A. Godine, St. 
Louis, Mo., has been ap- 
pointed manager, casualty 
lines, in the Denver office of 
the Travelers to succeed Mr. 
Parker. 

Mr. Godine has been con- 
nected with the company 
since March 1, 1925, and first 
served as a field assistant in 
the branch office at Wash- 
ington, D. C. In October, 
1929, he became assistant 
manager, casualty lines, at 
St. Louis, where he remained 
































S. Sanford Levy 


contracts, Mr. Levy declares. 
The omnibus clause in par- 
ticular, he says, has been 
costly to the companies, be- 
cause it covers so many risks 
over which the underwriter 
has no control. 


Does Not Buy Coverage 


“The owner does not buy 
insurance in this form for 
himself, but for the world at 
large. If he did not have the 
omnibus clause, he ' would 
not lend his automobile, but 








F. & D. Correction 


The Fidelity and Deposit 
Company of Maryland an- 
nounces that the Little Rock, 
Ark., Jackson, Miss., and 
Nashville, Tenn., offices of 
the company, which were re- 
cently reported as having 
been closed, were not 
“branches” in any sense of 
the word, or even “offices.” 

For the past year desk 
room has been maintained in 
office buildings in the cities 
named above simply for the 
convenience of the company’s 
special agents operating in 
those particular States. 

At no time was any busi- 
ness reported through these 
“offices,” all subagents in the 
States named having contin- 
uously reported their business 
direct to the company’s 
branch in Memphis. 

After a year’s trial the 
above system was abandoned 
by the company following its 
decision that it would be 
more efficient to have the 
special agents responsible for 
production in Arkansas, Mis- 
sissippi and Tennessee op- 
erate out of the Memphis 





until his recent promotion. 
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Drop Omnibus Clause 
from Contracts, He 
Advocates 


would drive it himself. There 
will be those who will say, 
‘But I can get insurance 
against any hazard _ in 
Lloyd’s.’ That may be true, 
and I do not argue that the 
omnibus clause would not be 
available to those who want 
it, and who are willing to pay 
for it. But instead of our 
present inadequate rates be- 
ing charged for the coverage, 
which companies can ill af- 
ford to supply, I urge the 
elimination of the omnibus 
clause from the standard 
form and its use only by en- 
dorsement for which a true 
and adequate additional pre- 
mium would be charged. Let 
the underwriter underwrite; 
let the claim department ad- 
just, but give them a form to 
work with and adequate 
‘tools’ with which to carve a 
profit. 


Guest Liability Factor 


“The guest liability is 
probably the greatest single 
factor causing losses, but is 
not as easily handled as the 
omnibus clause. There are 
many honest cases of guest 
claims (I say this in spite 
of the fact that I know of 
very few) in which the as- 
sured is the victim of circum- 
stances, but here again an 
assured could and would be 
more careful with respect to 
the kind of guests to which 
he affords transportation. 
Restrict him to the members 
of his household, and there 
will be fewer claims from 
hitch-hikers, prospects and 
friends. Eliminate the cov- 
erage entirely by exclusion 
provisions, and there will not 
be suits by brother against 
sister and mother-in-law 
against son-in-law, etc.” 


Conducts Insurance Classes 


Frank C. Stackpole, of the 
New York branch of Travel- 
ers Insurance Company, now 
has charge of the classes in 
fire, life and casualty insur- 
ance being conducted eve- 
nings in the Knights of Co- 





lumbus_ building, Seventh 
Avenue and 55th Street, 
New York. 


Agents Must Help 
Lower Rates 





Pres. Davis of U.S.F.& CG. 
Comments on Large 


Verdicts Rendered 


BALTIMORE, April 
“Education of his community 
by agents is vital if the grow- 
ing attitude of juries and 
the like to penalize the ip- 
surance companies is to be 
checked,” declared E. Asbury 
Davis, newly elected presi- 
dent of the United States 
Fidelity and Guaranty Com- 
pany, in commenting on the 
large verdicts being given in 
damage cases. 

“As a newcomer in the 
technical field of insurance,” 
he said, “it is possible that I 
have a clearer perspective of 
the public’s attitude toward 
insurance companies. 

“In 1931 our company re- 
ceived claims amounting to 
193,354, the outstanding in 
number of case being: Work- 
men’s Compensation, 79,289; 
Automobile Liability, 18, 
565, and Automobile Prop- 
erty Damage, 49,483. 

“Apart from the fact that 
in times of depression policy- 
holders present the most 
trifling claims, there is a 
growing attitude on the part 
of the public that the insur- 
ance company is wealthy; is 
in business solely to pay 
claims, and that it is right 
and just to extract two dol- 
lars from it and one dollar or 
nothing from an individual. 

“To my mind, our agents 
and the agents of every com- 
pany have a duty to perform 
in their own interests and 
those of the company. They 
should emphasize at every 
opportunity that when as- 
sureds, juries and the public 
at large combine to squeeze 
out of insurance companies 
payments far in excess of 





25,— 


those contemplated, pre- 
miums must be increased to 
meet consequent deficits. 


No Action on Dividend of 
American Credit Indemnity 


Directors of the American 
Credit Indemnity Company of 
St. Louis at their recent 
meeting took no action on 
the regular quarterly divi- 
dend on its stock ordinarily 
due on May 1. The com 
pany has been paying 50 
cents per share quarterly. 
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Continental Drops 
Convention Values 
(Concluded from page 33) 


dent, declared that the prem- 
jum income for the first 
three months of 1932 was 
less than 5 per cent below 
the similar period of 1931 
and the losses this year have 
been normal. In addition the 
operating expenses have been 
reduced approximately $70,- 
000 since January 1. 

In his letter to the com- 
pany’s agents, Mr. Behrens 
said: 

“We are the kind of an in- 
stitution composed of the 
kind of people who do our 
best work when our financial 
statement reflects an ap- 
praisal of securities so low 
that there may be no differ- 
ence of opinion as to their 
minimum value. The char- 
acter of the securities held 
by the company, of which an 
itemized list is in the com- 
pany’s year book, is of the 
highest grade. With very few 
exceptions there has been no 
default in the payment of in- 
terest on bonds or dividends 
on guaranteed and preferred 
stocks. Of so called common 
stocks it holds only a negli- 
gible amount and the shrink- 
age in income from these has 
been slight. Hence, the in- 
trinsic value of the securities 
in the majority of cases is 
exactly as much as their 
original cost. Their market 
value under present unstable 
conditions merely reflects 
what could be obtained for 
these securities if the com- 
pany were forced to sell, 
which it is not.” 

Another interesting para- 
graph in Mr. Behrens’ letter 
to the field force, is the fol- 
lowing: 

“I ask that because other 
casualty and surety com- 
panies may not have taken 
the same conservative step, 
you refrain from using this 
fact as a competitive argu- 
ment. Such an argument is 
never legitimate, but in times 
like these any argument that 
reflects upon the financial 
condition of a competitor is 
mexcusable. So far as our 
competitors are concerned 
we want to be helpful and 
not hurtful, and, therefore, 
m explaining our move will 
you please be good enough to 
do so in such a way that it 
will clearly reflect our own 
motives without criticizing 
any other institution?” 
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U. S. F. & G. Coordinates 
Department Work 


BALTIMORE, April 23.—E. 
Asbury Davis, president of 
the United States Fidelity 
and Guaranty Company, has 
announced that the fraternal 
order department, the rail- 
road department and the 
Federal bond department 
have been made divisions of 
the fidelity department, un- 
der the direction of Vice- 
President T. Hartley Mar- 
shall. 

A. D. Patrick, C. V. W. 
Schmidt and H. C. Mechen 
will continue as superinten- 
dents of their respective di- 
visions. 

This change has been made 
with a view to coordinating 
the work of the 
fidelity lines. 


Standard Surety Names Fisk 
Minneapolis Manager 


The Standard Surety & 
Casualty Company of New 
York announces the appoint- 
ment of Charles D. Fisk as 
its branch manager at Min- 
neapolis, Minn. Mr. Fisk is 
well and favorably known in 
insurance circles and par- 
ticularly in western and mid- 
western territory, where he 
has been identified with cas- 
ualty and surety offices for 
over twenty years. 

Experience beginning as a 
local agent extending through 
positions as counter man, 
special agent, superintendent 
of bonding department, ex- 
ecutive special agent and 


various | 








Companies Completing 
Sewer Contract for 
Louisville 


LOUISVILLE, Ky.—Three 
bonding companies, the 
Hartford Accident & In- 
demnity, the New York 
Indemnity and the Union 
Indemnity, will absorb a 
loss of $50 per day from 
April 1 until the South- 
western outfall sewer at 
Louisville is completed. 
The job is now about 75 
per cent complete, accord- 
ing to Woosley M. Caye, 
engineer for the City 
Sewer Commission. 

The companies were on 
the bonds of the Pitts- 
burg Foundation, which 
failed before the work was 
very far along. The in- 
surance companies took 
over the contract and em- 
ployed the Torson Con- 
struction Company, of 
Long Beach, Cal., to com- 
plete the job. The latter 
has made good progress, 
but a lot of time was lost, 
and the job will probably 
continue through the sum- 
mer. 











branch manager for various 
multiple line companies 
among which were the Aetna 
Casualty & Surety Company 
and National Surety Com- 
pany, has given Mr. Fisk a 
broad and well rounded ex- 
perience. He is a native of 
Minnesota and has a large 
acquaintance throughout the 
State. 








DRIVER SAFER THAN 
GUESTS, F. & C. SAYS 


New York, April 25.— 
Passengers in cars chauf- 
feured by average drivers 
are in greater danger of 
being harmed in case of col- 
lision than are the drivers 
themselves, according to the 
accident and health depart- 
ment of the Fidelity and Cas- 
ualty Co. 

This conclusion is based 
upon reports covering numer- 
ous fatal accidents involv- 
ing motor cars, it is stated 
by the company, its records 
covering the years since the 
automobile became the major 
accident hazard in_ the 
United States. 

“We find,” said an official 
of the company, “that the 
man or woman behind the 
wheel of the car which col- 
lides with another vehicle, or 





with some stationary object, 
usually suffers less serious 
injuries than the passengers. 

“This probably is due to 
the fact that the driver is 
often able, by grasping the 
wheel, to save himself from 
being thrown about the car 
or out of it, when the shock 
of collision occurs. It is true 
that the wheel sometimes 
causes chest and arm in- 
juries, but such instances 
seem to be in the minority.” 

Speed is the chief me- 
chanical reason for automo- 
bile casualties and since, as 
a general rule, the younger 
the driver, the greater the 
velocity of motor travel, in 
the majority of accidents the 
drivers are not more than 
thirty years of age, the re- 
port contends. 





Joseph Linder Joins 
Merchants Mutual 


Woodward, Fondiller, Ryan 
Partner Wilf Be 
Actuary 


Owen B. Augspurger, 
president of Merchants Mu- 
tual Casualty Company, an- 
nounces that Joseph Linder 
has joined the company as 
assistant vice-president. Mr. 
Linder will have the duties 
of actuary, in addition to 
representing the company 
before the various Bureaus 
and Associations with which 
the company is affiliated. 

Since graduation from the 
University of Michigan in 
1922 with the bachelor’s de- 
gree in actuarial science, Mr. 
Linder has been identified 
with the insurance business. 
He was assistant actuary of 
the Hartford Accident and 
Indemnity Company until 
1924 when he resigned to be- 
come associated with the ac- 
tuarial firm of Woodward, 
Fondiller and Ryan. He was 
a partner in the firm in 
charge of casualty insurance 
work at the time of accept- 
ing his present position. 

Mr. Linder is a fellow of 
the Casualty Actuarial So- 
ciety and an Associate of the 
Actuarial Society of Amer- 
ica, both by examination. 


Southern Surety Favored in 
Accident Verdict 


PHILADELPHIA, April 25.— 
When a jury in the New 
Jersey Supreme Court at 
Atlantic City, returned a 
verdict for $32,000 against 
the West Jersey and Sea- 
shore Railroad, it meant the 
end of a possible large loss 
for the Southern Surety 
Company. 

The verdict was rendered 
in three suits filed jointly 
against the railroad and 
against the estate of the late 
Mayor Anthony M. Ruffu, 
Jr., of Atlantic City. The 
latter suits were defended by 
the Southern Surety which 
had carried $100,000/$200,- 
000 automobile liability on 
Ruffu. 

The suits grew out of an 
accident on June 23, 1930, at 
a railroad crossing when 
Ruffu and three others were 
killed. The jury held that 
both Ruffu and the railroad 
were negligent in the acci- 
dent but returned a. verdict 
only against the railroad. 
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AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 


Annuities 


Guaranteed 
Low Cost 


Guaranteed 
Benefits 








Tyranny of Tradition 


The tradition of duty, of conservative opera- 
tion, of continuous fair play,—created at the birth 
of American life insurance and even still more 
beneficently tyrannical in this day,—together with 
the numerous safeguards supplied by sound and 
prudent restrictions, have reared a reputation for 
unblemished integrity and impregnable strength. 
Therefore we can face the future confident of 
our ability to extend the sphere of life insurance 
usefulness under whatever extraordinary condi- 
tions may occur throughout the nation. 

So long as our revered traditions maintain their do- 
minion, the life insurance property of the American 
people will continue to fortify their homes, their busines- 
ses, their estates, and their old age. 


The Penn Mutual Life Insurance Co. 
WM. A. LAW, President 


Independence Square Philadelphia 
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PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England, 
whose long list of publications on fire, life, marine and other branches 
of insurance embrace the most valuable and standard treatises on these 
subjects Send Ten Cent Stamp for Catalogue. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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We Answer a Letter 


“The more | study the Universal Policy the 
more | am impressed with its fairness, its excel- 
lent features and its low rate.” 


Thus writes Agent Pinet, new to National ranks. 
Our reply to Agent Pinet is this: 


“That’s what everyone says—new agents, old 
agents, policyholders, prospects. And the further 
you progress with the sale of the Universal policy, 
the more you will be impressed with the truth of 
what you say. It is a policy built to sell under 
today’s conditions and National agents are selling 
it. 


National Life Company 


118 11th Street 
Des Moines, lowa 
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GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Successor to 
GLOBE MUTUAL LIFE INSURANCE CoO. 
Incorporated 1895 
T. F. BARRY, Founder 


431 S. Dearborn St., Chicago 
POSE BARRY DIETZ WM. J. ALEXANDER 


President Secretary 
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ON 1932 LIFE AGENTS BRIEF 


ODDS 4 to 1 


A Prudential superintendent writes that 
out of his staff, 25 called for the Lire 
AcENts Brier, as compared with 6 calls 
for other similar books combined. 


Ask Any Agent Who Uses the Brief 
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